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SEND LIST OF RISKS 
REQUIRING COVERAGE 


Added Impetus Given Fire Underwrit- 
ers’ Excess Association By Action 
of Seattle Agents 


ASSOCIATION ALSO 





GRAIN ACTS 
As ie Maloney, Continental’s Pacific 
Manager, Heads Committee Seek- 
ing Full Coverage 
Further impetus is given to the Fire 
Underwriters’ Excess Association by the 
action this week of the Grain Associa- 
tion and the Seattle Local Agents’ Ex 
change through the Pacific Coast Board 

of Fire Underwriters. 

The company members of the Grain 
Association found at a meeting that 
they had only sixty-six per cent. of the 
coverage necessary for certain essen- 
tial plants with each. company carry 
ing its maximum line and it was neces- 
sary for the members of the Associa- 
tion to personally secure the full cov- 
erage, 

A similar condition has developed on 
the Pacific Coast and the home offices 
of companies this week received a cir- 
cular letter from a San Francisco com- 
mittee of the Pacific Coast Board of 
Fire Underwriters naming twenty-two 
risks on which more insurance was 
needed. A. A. Maloney, manager of the 
Pacific Coast department of the Conti- 
nental is chairman of the committee. 

The circular letter reads: 


Seattle Risks Needing Cover 

“To the Companies Doing Business in 
Washington: 

“The committee representing the 
Seattle Local Agents’ Exchange now in 
this city is anxious to be advised by 
this office as to the amount of capacity 
open on the risks listed below; and 
will call at your office to-morrow for 
the purpose of securing this infor- 
mation. 

“In order to expedite 
dersigned committee respectfully re- 
quests that you prepare the data at 
once so that it may be given promptly 
to the committee when it calls.” 

The risks listed as requiring cover- 
age are: Rogers Brown, Seattle Cedar 
Manufacturing Co., Salmon Bay, Vir- 
ginia Street Warehouse, Fisher Flour 
Mills, Milwaukee Dock, W. W. Robin- 
son, Stacy Street Dock, Lander Street 
Dock, James Henry, Smith’s Cove Ter- 


matters, the un- 


minal, Great Northern Elevator, Great 
Northern Terminal, Pier No. 14, Pier 


No. 5, Union Pacific Dock, Spokane St. 
Dock, Erickson Shipyard, Albers Bros., 
Frye & Co., Barton Co., and Boeing Air- 
plane Co. 
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Lightning, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Values, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 


Conflagration Proof 


INSURANCE COMPANY 


ELBRIDGE G. SNOW, President 





Automobile, Commissions, 


THE HOME 
NEW YORK 


The Largest Cash Assets of any Fire Insurance Company in 
America are Back of Every Policy Issued by “THE HOME” 
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® Expert advice on 
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All previous records broken during 1917. Substan- 
tial increase in assets and paid for insurance. 
gain in insurance in force during 1917, $21,764,- 
972.88, or 72% of the amount paid for. 
MEN of CHARACTER can obtain further informa- 
Company and Opportunities by 


Net 


MOINES, I/ 


—— 





SE 




















WAR RISK BUREAU 
PASSES 30 BILLION 


By September 1, 3,400,000 Applications 
for Insurance Had Been 
Received 


2,000,000 CERTIFICATES MAILED 
More Than 5,500,000 Government 
Checks Mailed to Date—College Pro- 


fessors Help on Correspondence 


More than thirty billion 
Government insurance 
up to September 1 

Approximately 3,400,000 insurance ap- 
plications have been received by the 
Bureau of War Risk Insurance of the 
Treasury Department. An unprecedent- 
ed rush of business in the last fortnight 
has eclipsed the billion-dollar-a-week 
record The total for the month of 
August will be approximately five bil- 
lion dollars in new insurance applica- 
tions. 

Unofficial estimates indicate 
United States Army is 
more than ninety per cent 

New men joining the 
most without exception 
selves of the maximum insurance pro- 
tection permitted by law, $10,000 In 
the opinion of army officers this is 
strengthening the morale of the na- 
army to a very considerable de- 


dollars of 
has been written 


that the 
substantially 
insured. 

colors are al- 
availing them- 


tion's 
gree 

More than 
ficates have 
are being dispatched at a 
creasing rate Persons who have been 
named as beneficiaries under the War 
Risk Insurance but have not as yet re- 
ceived their insurance certificates are 
again reminded that these certificates 
are not essential to make the insurance 
protection effective 

The Bureau has sent forward to date 
to five and a half million Govern- 
ment checks 

Checks are being 
of approximately a million 

150,000 Letters a Week 

The Bureau of War Risk Insurance of 
the Treasury Department .probably has 
the largest correspondence problem of 
any single establishment in the world 
More than three million pieces of mail 
have been received in the bureau since 
the enactment of the law, providing for 
allowances and allotments, compensa 
tion and insurance for our soldiers and 
sailors and their dependents. The flood 
of correspondence is steadily increasing 
and now amounts to about 150,000 com 
munications a week. 

To aid in meeting the intricate prob- 
lems connected with the bureau’s cor- 
respondence, 25 college professors from 
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Insurance Interest 
In New Revenue Bill 


PROVIDES $40,000 EXEMPTION 


Monthly Payment Industrial Policies 
Under $500, Taxed 20% of the 
First Month’s Premium 


Tht part of the new revenue bill as 
final'y submitted of interest to life in- 
surance provides the following: 

“The gross estate section has been 
amended to specifically include (1) in- 
surance receivable by the executor un- 
der policies taken out by the decedent 
upon his own life and (2) insurance in 
excess of $40,000 receivable by all spe- 
cific beneficiaries under policies taken 
out by the decedent upon his own life. 
Agents of insurance companies have 
openly urged persons of wealth to take 
out additional insurance payable to spe- 


cific beneficiaries for the reason that 
such insurance would not be included 
in the gross estate. 


403, which takes the place 
203 of the original act de- 
fining the deductions for the purpose 
of arriving at the net estate, inserts 
a provision that income taxes upon in- 
come received aiter the death of the 
decedent, and estate, succession, 
legacy, or inheritance taxes, are not 
to be deducted 
“An additional 
added to Section 


“Section 
of Section 


subdivision has been 
403 which will grant 
a deduction of amounts which have 
been received by the decedent as a 
share in the estate of any person who 
died within five years prior to the death 


of the decedent. It has come to the 
attention of the committee that per- 
sons closely related have died within 


such a short space of time, that the 
same estate passing within a short per- 
iod of time has been subjected to the 
estate tax and thereby diminished un- 
reasonably because of the short period 
within which the two levies have been 
made. 

“Section 404 includes a_ provision 
that returns shall be made in all cases 
where the gross estate exceeds $50,- 
000 instead of $60,000, as provided un- 
der existing. law. 

“A tax equivalent to 8 cents on each 
$100 or fractional part thereof of the 
amount for which any life is insured, is 


levied under existing law, and this 
same tax is retained in the proposed 
bill. 


Monthly Payment Policy Tax 

“It is found that some industrial in- 
surance is written on the monthly pay- 
ment plan. A new provision is pro- 
posed in such cases to harmonize more 
nearly the tax upon such insurance 
with the tax upon industrial policies 
issued on the weekly payment plan pro- 
viding that in the case of industrial 
insurance upon policies by which a life 
is insured not in excess of $500 issued 
on the monthly payment plan, the tax 
shall be 20 per cent. of the amount of 
the first monthly premium. This bill 
also provides that in the case of such 
policies issued on the weekly premium 
plan that tax shall be 40 per cent. of 
the amount paid for the first weekly 
premium, the same as under existing 
law. The bill contains a new provision 
in the case of group life insurance 
covering groups of not less than 25 
lives in the employ of the same per- 
son for the benefit of persons other 
than the employer, providing that the 
tax shall be equivalent to 4 cents on 
each $100 of the aggregate amount for 
which the group policy is issued and 
of any net increase in the amount of 
insurance under such policies. 

“The bill re-enacts the tax of 1 cent 
on each dollar or fractional part there- 
of of the premium charged under each 
policy of such insurance without 
change. 

“During the period the insurance pro- 
visions were in operation during the 
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assured and remuneration commen- 
surate with results. 


State full particulars. 


“New York General Agent” 


| c/o The Eastern Underwriter, 105 William Street, 
| New York, N. Y. 





Address 








| 
| 
| 
J 





fiscal year 1918 the revenue receipts 
from insurance amounted to $6,492,- 
000. It is estimated that the receipts 


from insurance during the first twelve 
months this bill is in operation will 
amount to $12,000,000.” 





PHOENIX MUTUAL FEATURE 


Issues “Protection Doubly Protective” 
Circular In Connection With 
Double Indemnity Provision 





An interesting circular has been is- 
sued by The Phoenix Mutual Life in 
connection with the Double Indemnity 
Provision of its policies. The circular 
reads: 

Protection Doubly Protective 

With accidents occurring every day, 
have you ever thought that you might 
be one of the many to become a vic- 
tim? If you knew this would happen, 
wouldn’t you increase your life insur- 


ance? Here is an opportunity for you 
to double it should you die from acci- 
dent. 
$20,000 Instead of $10,000 

If you have a Phoenix Mutual pol- 
icy for $10,000 with the double in- 
demnity provision, should you die from 
accident before reaching the age of 60, 
yeur beneficiary will receive $20,000. 

$100 Monthly Income 

totally and perma- 
nently disabled before reaching the 
age of 60, the same policy of $10,000 
with the disability clause will relieve 
you from payment of premiums, will 
pay you a monthly income of $100 
while disabled, and at your death 
will pay your beneficiary the full face 
of the policy. 


If you become 


SO 


The two months’ contest between 
the Downtown New York and Boston 
offices of the Continental Casualty was 
won by the “Giants.” 
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ment. 


by the fieldmen of 


this Company? 


with 


DO YOU READ 
ADVERTISEMENTS 


Once in a while it pays a man to read an advertise- 


For instance, do you know why the $24,- 
816,657.00 of new business paid for in 1917 


THE GUARDIAN LIFE | 
INSURANCE COMPANY OF AMERICA 


exceeded by $3,751,129.00 the largest amount 
paid for in any other year since the Company 
was organized in 1860? 


Do you know why very few men who can 
make a living selling life insurance leave 


The answers to these questions will be of great 
value to the man who wishes to form a connection 














A Growing Company For Growing Men 





50 Union Square 























For a direct Agency Connection address: 


T. LOUIS HANSEN, Vice-Prest & Agency Manager 


NEW YORK, N. Y. 














Reviews Half Century 
of Life Insurance 





‘AN ARTICLE BY D. P. FACKLER 





Many Restrictions on Policies in the 
Old Days—Excitement Over 
Tontines 
The history of American life insur- 
ance in the fifty vyears—1868 to 1918— 
is very remarkable, and is probably 
without parallel in any part of the old 
world. Though our oldest life com- 
pany, the Mutual Life, completed its 
twenty-fifth lyear in February, 1868, 
and the Equitable had been running 
for nine years as the prototype of all 
enterprising institutions, the features 
of the business in 1868 had not been 
much changed from those adopted at 
the outset, says D. P. Fackler, the 
well-known actuary in a review of life 
insurance during the past century, 


printed in the anniversary number of 
the “Insurance Index.” An examina- 
tion of the applications and _ policies 
of those days shows that restrictions 
on travel and occupation were nu- 
merous and oppressive. Policvholders 
had to pay extra premiums for per- 
mits to go West of the 100th degree 
of longitude or North of the 50th 
degree of latitude, or South of 36:30 
North latitude, between July Ist and 
November 1st. Few policies promised 


definite amounts of paid-up insurance 
on lapse or surrender, and the guaran- 
tee of definite cash or loan values was 
unknown, though long practised in 
Kngland. There were no days of grace 
for payment of premiums, and absolute 
forfeiture was the penalty for failure 
to pay when due, except in the case of 
policies issued by Massachusetts com- 
panies. Death under a number of cir- 
cumstances besides suicide would in- 
validate the insurance, so that humor- 
ists said a man must consult his law- 
yer to know how to die and have his 
policy become a legal claim. 
Actuarial Practices 

Actuarial practices in those 
were often very primitive, and some 
companies valued their policies for 
December 31st according to the exact 
date of issue—requiring a_ tedious 
amount detailed calculation which 
is now and for many years past has 
been avoided by the assumption that 
all the policies of any year were issued 
upon July ist, on the average, which 
enables a company to make rapid and 
simple valuations of policies in groups, 
reducing the labor immensely. 

Many changes were inaugurated soon 
after the last fifty years began. Late 
in 1868 the practice of endorsing def- 
inite cash surrender values was intro- 
duced by the Brooklyn Life Insurance 
Company, but that company lacked the 


days 


of 


able management which might have 
made a suoceess with the new feature. 
Its second and last president com- 


pelled the resignation of its able secre- 
tary, William Dutcher—who immedi- 
(Continued on page 9) 


War Risk Bureau 
(Continued from page 1) 


different parts of the country have pa- 
triotically joined the bureau’s staff for 
the period of their summer vacations, 
and a large number of school teachers 
has also been added to the bureau’s 
working force, which now consists of 
more than 10,000 persons. 

The bureau has received to date 3,- 
200,841 allotment and allowance appli- 
cations. In 1,880,087 of these no de- 
pendents were named. More than 1,- 
275,000 allotment and allowance awards 
have been made to date. 

In addition to the allotment and al- 
lowance problem the Bureau of War 
Risk Insurance handles more than $27,- 
000,000,000 of Government insurance on 
soldiers and sailors and pays indem- 
nity compensation for deaths and dis- 
abilities incurred in line of duty. The 
insurance is being increased at the rate 
of $1,000,000,000 a week. 
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High Honor For 


Dr. E. G. Simmons 


HEADS COMMUNITY CAMPAIGN 
Southern War Camp Service to be 
Directed by Pan-American’s 
Vice-President 
New Orleans, September 38.—Dr. E. 
G Simmons, vice-president and general 
manager of the Pan-American Life, 
since its organization, has received an 
appointment from the headquarters of 
War Camp Community Service, a 
branch of the Commission on Training 
Camp Activities of the War and Navy 
Departments, to the position of chair- 
man and director of the Southern di- 
vision of the finance campaign of the 
War Camp Community Service. This 
appointment makes him ex-officio a 
member of the national executive com- 

mittee of this service. 
The states included in the Southern 
division are Louisiana, Arkansas, Ten- 


nessee, Mississippi, Alabama, North 
and South Carolina, Georgia and Flor- 
ida. 


Move Headquarters to New Orleans 

This appointment is of especial in- 
terest because it brings the headquar- 
ters of this activity of the Southern 
division to New Orleans. Since the 
beginning of the war the headquarters 
of the Southern division have been at 
Atlanta. 

Dr. Simmons has taken up his duties 
and responsibilities in connection with 
this campaign, preparing for headquar- 
ters and arranging for the appointment 
of state chairmen. Because time is 
a very essential element, the national 
officers are personally taking an_ in- 
terest in the appointment of all state 
chairmen. 

An interesting feature in connection 
with the fall campaign for the finance 
for this work is that it will be a mer- 
ger campaign of the Y. M. C. A., the 
Y. W. CGC. A., War Camp Community 
Service and the American Liberty Asso- 
ciation. 

Dr. Simmons, being divisional direc- 
tor of the War Camp Community Serv- 
ice will be ex-officio a member of the 
merger council of the Southern di- 
vision. This merger council will be in 
charge of all details of the campaign. 

This honor which has been conferred 
upon Dr. Simmons is one of special 
note since the work of the Commission 
on Training Camp Activities has re- 
ceived such favorable notice not only 
in America, but in all European coun- 
tries. The War Camp Community Serv- 
ice is in charge of the work outside of 
the camps, having to do with the mobil- 
ization of organizations and individuals 
throughout the community adjacent to 
all training camps and concentration 
camps in order that the normalities of 
life may be accorded to the young men 
i the army and navy. 

Dr. E. G. Simmons has been actively 
identified with the life insurance inter- 
ests of the country for many years. 
Besides being vice-president and gen- 
eral manager of the Pan-American Life 
Insurance Company of New Orleans, he 
is a member of the executive commit- 
tee of the American Life Convention, 
whfch is one of the national bodies of 
life insurance men. Dr. Simmons’ home 
is in New Orleans where he has been 
prominently identified with the busi- 
ness and social life for many years. 


NEW WAR CLAUSE 
Adopted by Fidelity Mutual Life—No 
Change to be Made by New 
York Life 

Additional letters received by The 
Eastetfn Underwriter relative to the 
war clause situation follow: 

Fidelity Mutual Life: This Company 
has adopted the following war clause 
for use in policies becoming effective 
us of September 1: 

“Military or Naval Service.—If with- 





in five years from the date of this pol- 


icy, the insured shall engage, in time 
of war, in naval service or in military 
service outside the limits of Continen- 
tal United States and Canada, and shall 
die while so engaged, or within six 
months thereafter; or if within two 
years from date hereof the insured 
shall die as a result, directly or indi- 
rectly, of engaging in any work as a 
civilian in any capacity whatsoever in 
connection with actual warfare outside 
the limits of Continental United States 
and Canada, then the liability of the 
Company under this policy shall be lim- 
ited to the return of the premiums paid 
hereon, exclusive of any extra premium 
paid for military or naval service or 
for such work. less aay indebtedness 
to the Company hereon; unless before 
engaging in such service or work, or 
within one month (of not less than 
thirty days), or at the time of paying 
the first premium due hereon, if the 
insured shall be then so engaged, the 
insured shall pay to the Company at 
its Head Office such extra premium as 
may be required by the Company, and 
in like manner shall pay annually 
thereafter on each anniversary of this 
policy or within one month (of not less 
than thirty days), while the insured 
shall centinue to be so engaged, such 
extra premium as may be required by 
the Company. Within one year after 
the termination of the war the Com- 
pany will return such portion of the 
extra premiums as in its judgment will 
not be required to cover the extra 
hazard,” 


New York Life: We have not made 
any change in our war clauses because 
of the extension of the draft. 


The Prudential: The extension of 
the draft does not necessitate any 
change in our war clause. The only 
question that might arise would be as 
to the limitation of amount at the 
higher ages, but no decision has yet 
been reached on this point. 


Social Insurance 
Scored By Fraternals 


GERMAN PAUPERISM CITED 
Some Points in Address of President 
Gerard—Makes Arguments Against 


Health Insurance 


In paying his respects to social insur- 
ance in his annual address at the Na- 
tional Fraternal Congress ,in Philadel- 
phia last week, President R. H. Gerard 
said that the German brand of social 
reform was never destined to help the 
common people. 

It was a scheme first devised by 
Frederick the Great, who after starting 
kis wars desired to pose as a social re- 
former. His people were nothing but 
feudal serfs. It was in reality for the 
landed aristocracy that his social meas- 
ures were drawn. 

The climax of falsehood that the Ger 
man government succeeded in imposing 
on the American people was that thers 
was little or no pauperism in the 
German Empire before the war. The 
iiea that pauperism was about extinct 
in Germany was more than an impres- 
sion; it was a fixed belief and was held 
by many American socialists, who used 
Germany to drive home points in their 
American political speeches. 


Fooled Themselves 


Well-informed Germans knew that 
tnere was plenty of pauperism. They 
knew that much of it was downright 
destitution, but the mass of Germans 
were effectually chloroformed by the 
Government; with every motion of 
their life regulated. Officially assured 
that pauperism had been immensely re- 
duced they believed this, accepting the 
official word against the evidence of 
their own observation and experience 
Their national pride was flattered by 
this agreeable misinformation. 

Germany’s accident insurance system 
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Policies Sell 





FORREST F. DRYDEN, President 








Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 
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dates from 1885. Its invalidity and old 
age insurance from 1891 The main 
compensation argument used in adopt 
ing these compulsory schemes was that 
the powerful invention of the state was 
necessary to force people to submit to 
measures that would protect them 
against want. As a result pauperism 
instead of decreasing increased. Under 
the American workmen's compensation 
insurance scheme the injured does not 
lose his self-respect. 

Mr. Gerard made a splendid argu 
ment against health insurance and 
quoted William G. Curtis, of the Fed 
eral Casualty Company, and the major- 
ity report of the Special Commission 
ov Social Insurance appointed by the 
1917 legislature, giving arguments 
against social insurance. He believes 
it to be the next step to government 
ownership of insurance. The failure of 
the Nova Scotia state fund was brought 
out by Mr. Gerard. 


Attack on Europe 

Later in his talk President Gerard 
made an attack upon group insurance 
that was bitter. His arguments against 
it follow: 
“It is yearly, renewable term insur 
ance, Its practical value to a person 
who needs protection continuously is 
quesfionable because his insurability 
may cease at any time. 
“The coverage ends with termination 
of employment. 
“The greatest evil comes with the 
fact that most of the workers are led 
to believe that their group insurance 
is really life insurance and they heei 
tated to take sufficient protection in 
other forms of insurance and by the 
same token are prone to lapse that 
which they are already carrying. 
“If group insurance must be written 
let it be of the kind that will be of 
service and benefit to mankind. If it 
cannot qualify under these _ require- 
ments, we should use all reasonable 
efforts to defeat it.” 
Fall For “Writing Congressmen” 
At the Congress resolutions were 
passed against inroads by the Govern- 
ment on insurance, and members were 
asked to make energetic protest to Con- 
gress 


ELECT WALLACE PRESIDENT 


Utica Man Heads Agents’ Association 
of Massachusetts Mutual Life— 
Successful Convention 


The annual convention of the agents’ 
association of the Massachusetts Mutu- 
al Life was an unusually successful 
gathering. Officers elected for the com- 
ing year are W. F. Wallace, Utica, 
president; Frank T. McNally, Duluth, 
first vice-president; Miss Georgia Em- 
ery, Detroit, second vice-president; J. 
Putnam Stevens, Portland, Me., secre- 
tary. 

George H. Parks, of Providence, was 
again the largest writer of business. He 
read a paper on “Life Insurance and 
the Inheritance Tax.” Mrs. Marie H 
Roberts, of Columbus, O., told her ex- 
periences in writing more than any other 


woman agent of the Company. E. W 
Hester, of New York, won the golf 
tournament. J. M. Blake, of Phila 


delphia, won the tennis tournament 


OPTIONAL ENDOWMENTS 

The Penn Mutual has issued new 
forms of optional endowments, Of 
them the Company says: “They con 
tain all the modern desirable nrovisions 
and meet the need, which is daily be- 
coming more pressing for a workable 
plan ‘to provide funds during the {n- 
sured's life-time.” 


The Shenandoah Life of Roanoke, 
Va., has appointed John Holmes state 
agent of West Virginia, with headquar- 
ters at the Kanawha Bank Builiig, 
Charleston, W. Va 
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John T. Stone Writes 
About Life Prospects 


“INDUSTRIAL WORKERS” FIELD 





New Conditions Make Possible the 
Purchase of Ordinary Life Con- 
tracts By This Class 





In “Protection,” the agency paper of 
the Maryland Assurance Corporation, 
John T. Stone, president of the cor- 
poration, discussed the question of pros- 
pects for life insurance among “the 
industrial workers.” He said in part: 

A big, new field for the life insurance 
prospector exists, and so far does not 
seem to have been worked. It covers 
the whole country. Every life agent 
can work it with big results, if he will. 
It is that portion of the population 
known as “the industrial workers.” Until 
these war times came, bringing s0 many 
great changes in the incomes of all 
manual workers, those men were, with 
few exceptions, insured on the weekly 
payment plan, commonly calied “in- 
dustrial” because of the occupations 
of the great majority who patronized 
it. This plan was a great boon to in- 
dustrial workers, whose wages were 
usually moderate or even small, whose 
living expenses left not much for in- 
surance, and who could not, therefore, 
get together at one time enough to 
pay a quarterly or semi-annual or annu- 
al insurance premium. 


New Conditions Favorable 

Now, the conditions of industrial 
workers have changed. Their wages 
have increased substantially in the 
case of every one; and in very many 
cases the increase is two or three times 
the old wage. 

There is hardly a wage worker in 
America who is not now earning 
enough to buy a one, two, three or five 
thousand dollar policy and pay the 
premium either annually, semi-annually 
or quarterly, without financial incon- 
venience. 

Possibly they will be accessible to 
you during working hours; and they 
can always be seen at their homes 
when not at work, thus giving the so- 
licitor not only a new fleld ag to per- 
sonnel but also more working hours 
to turn into commissions. 

Like every other worth-while pros- 
pect, this new field must be studied, 
platted, the hours of accessibility as- 
certained, and the most convincing 


presentation must be thought out. 
With that sort of intelligent industry 
it will produce big results promptly. 

Moreover, many of the young men 
who are now making big wages as me- 
chanics, will not many years hence be 
the proprietors of industrial plants. 
They will then be the big purchasers 
of life insurance. The agent who now 
introduces them to the advantages of 
an “ordinary” policy and induces them 
to purchase one, will be the agent who 
will have their first and favorable at- 
tention in those coming days of leader- 
ship and influence and larger purchas- 
ing power. The cultivation of this big 
new field has the promise not only of 
the possibilities that now are, but also 
of the much greater possibilities that 
are to come. 


LITERATURE OF INSURANCE 


Topic of Paper Read Before Aetna Life 
Club by Charles R. Green, College 
Librarian 


Insurance literature was the inter 
esting subject discussed before the 
Aetna Life Club some time ago by 
Charles R. Green, at present librarian 
at Amherst, Mass. He made a general 
division of all insurance literature in- 
to seven general classes as follows: 

1. Text Books; 

2. State Insurance 
Reports; 

3. Books of a general character; 

4, Law Reports (Supreme Court re- 
ports and unofficial collections) ; 

5. Magazine articles; 

6. Insurance Journals; 

7. General Reference Works, such 
as handbooks, encyclopedias, ‘year 
books, maps and surveys and rate 
books, reports of conventions, books on 
advertising, salesmanship, accounting, 
etc. 

Under the head of “Text Books,” he 
said this class of literature was already 
large and was constantly growing 
larger by reason of the enormous 
growth of all branches of insurance. It 
was represented by books compiled by 
such notable authorities as May, Mar- 
shall, Joyce, Elliott, Fuller, Cooley 
Beach, Kerr, etc. In these books insur- 
ance is treated as school books take 
up grammar and geography, beginning 
with a history of insurance and going 
through all the forms and legal pro- 
cesses that beset the path of the insur- 
ance man. 

Under “Books of a General Character,” 
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anteed by State Endorsement. 


BASIL S. WALSH, Presidoat 


HOME LIFE INSURANCE COMPANY of AMERICA 
INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 


INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
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Executive offices No. 506 Walnut St., Philadelphia, Pa. 
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Mohawk Cor. Franklin Street, Buffaio, N. Y. 





The Combined 


Life, Sickness 


and Accident 
policies, sold only by the 


Niagara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 


Live wire reliable agents may 
obtain very favorable 
contracts 





Communicate with 
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Vice-Pres’t & Gen’l Manager 
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he outlined such works as Dunham 
on “The Business of Insurance,” a com- 
pilation of articles written by insur- 
ance executives all over the country; 
Bradbury’s Workmen’s Compensation; 
Rhodes’ Workmen’s Compensation; 
“The First Business of the World,” by 
Darwin P. Kingsley, which contained 
ameng other things an insurance man’s 
creed, splendidly done in black letter 
and illuminated text. 

Paul A. Cook, of the Stegner Agency 
of the Equitable Life of Iowa, Bismarck, 
N. D., recently insured ten brothers 
named Bailey. The oldest is forty- 


burgh, for the Bankers Life of Des 
Moines, is the first agency of the Bank- 
ers Life to win the Secretary’s trophy 
two times in 1918. This agency won 
the cup for the months of June and 
March and now has the advantage in 
the race for the permanent possession 
of the trophy at the end of the year. 
The ideal best may be beyond us. 
If we wait to make a friend till we 
meet some one who exactly fulfils our 
ideal, we are likely to go through life 
lonely and solitary. But at least we 
can make it a practise to choose the 
best within reach. Make friends of the 
best people of your acquaintance. Aim 
at the best you know. As you go for- 
ward and find something better than 
your present best grasp it.—Exchange, 


Whiry income insur- 


Everything ance is a most valu- 
Depends Upon able asset to the Am- 
Income erican people. From 


his income the aver- 
age American has produced everything 
that he possesses. His home, the im- 
provements thereon, his investments of 
the payments on it, depends entirely 
upon his income being permanent. He 
prides himself in his ability to accu- 
mulate, and in all his dealings his suc- 
cess depends upon his continuous in- 
come which can be guaranteed only by 
income insurance that will take the 
place of salary or pay for a substitute 
when the producer is halted in his pro- 
ductive efforts by Emperor Sickness or 
King Illness, which is bound to over- 
take all of us at some unexpected per- 
iod, and usually just at aé_ time 
that everything, by way of success, de- 
pends upon our income being perma- 
nent and not burdened by excess expen- 
ses..-The American. 











HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


| For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 
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under our direct general agency contract 





Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
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ATTRACTIVE 


THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
LITERATURE 
Ambhitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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Why Women Should 
Insure Women 


HAVE ADVANTAGE OVER MEN 





More at Ease in Dealing With Their 
Own Sex—Better Fitted for 
Many Reasons 
Miss Georgia omery, who repre- 
sents the Massachusetts Mutual Life in 
Detroit, has told why a woman can 
write a woman much more easily and 

comfortably than a man can. 

“Many men have failed to note the 
fall of the old traditions or have failed 
to grasp the real situation,” she says. 
“To them the stray Jill here and there, 
who happens to have been overlooked 
by her Jack, and must needs support 
herself, is a prospect for insurance be- 
cause her mother or a sister would be 
glad to have a remembrance in the 
event of death. They miss entirely 
the mental attitude of the independent 
woman who dreads. the thought of the 
day when she may become dependent. 
What man would have the audacity to 
suggest that she might be ‘unappropri- 
ated’ twenty years from now! How can 
he urge her to save and heip her to 
plan for her future without implying 
that she may not be a good manager of 
her finances? 

Delicate Subjects 

“The young woman who earns her 
own money hesitates to own to the 
opposite sex just what she does with 
her earnings. He cannot understand 
or sympathize. A certain pride forbids 
her to mention to him her home obli- 
gations, her necessary expenses, and 
her feminine foibles, just as it pre- 
vents her from discussing ‘six weeks 
in a hospital,’ ‘a running ear,’ ‘a slight 
goiter,’ or other physical defects. 

“The man agent is much handicap- 
ped. too, in meeting women prospects 
If he calls upon a nurse during her 
‘time off,’ clad in her kimono, she will 


not admit him. If he calls upon a teach- 
er at school, every other teacher in the 
building knows he is an agent and 
avoids him. 

“And when finally the woman has 
been written by a man, he must find it 
difficult to keep in close touch with his 
policyholder—that often unappreciated 
source of much new business. She can- 
not come into his office a dozen times a 
year just to pass the time of day, and 
he cannot drop into her room when pass- 
ing, just to remind her that he is at 
her service, without provoking com- 
ment. That valuable and desirable 
close friendship with his patron is lost 
to the man agent when his policyholder 
is a woman. 

The Self-Supporting Woman 

“Who, then, is best fitted by nature 
to locate these thousands of women in 
the industrial world, to meet them in 
the most natural way, to appreciate 
with genuine sympathy their needs and 
possibilities, to give them advice based 
on real experience and not theory, to 
sell them insurance best adapted to 
their individual cases,—who but a self- 
supporting woman, with the ability to 
inspire the confidence, without b tray- 
ing it, of other self-supporting women?” 


AN INTERESTING SIMILE 

Very few people realize it, but every- 
body buys insurance on the instalment 
plan and it is merely a matter of choice 
whether it is paid for in ten years, 
twenty years, or a lifetime, says J. S. 
Hale, assistant actuary of the North- 
western National. Hence comes the 
designation, Ten Payment Life, Twenty 
Payment Life, or Whole Life, depend- 
ing on what number of instalments the 
insured chooses to pay. But what a 
vast difference there is between a paid- 
up life insurance policy and a paid-up 
piano. The latter is a truly doubtful 
asset of constantly depreciating value, 
while the policy is ever increasing in 
value and is returning cash to the owner 
every year in the form of dividends. 

















CO-OPERATION 


No. 14 


Ss ‘ PER CENT 

of our 1917 busi- 
ness was produced by 
full-time representatives; 
10 per cent. came from a 
small group of part-time 
men located chiefly in 
rural communities, and 
5 per cent. was the surplus 
line business of full-time 
representatives of other 
companies. 


Our effective plans of 
training and co-operation 
are being devoted chiefly 
to full-time representa- 
tives. 


Phoenix Mutual Life Insurance Company 
of Hartford, Conn. 


JOHN M. HOLCOMBE, President 
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QUITABLE 


Mutual in Principle and Practice 
Impregnable in Strength 
Enterprising, Conservative Management 
Comprehensive, Adaptable Policies 


Low Mortality Rate 
Prompt ecient at Death Claims 
Efficient Seevien $0 Pilesbadiee 
Training and Eidintellen for Agents 


A satisfied constituency gained by Fifty- 
eight years of public service 


These are some of the advantages enjoyed by 
representatives of 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


For agency openings address: 
W. E. Taylor, Second Vice-President 
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Satisfied? 


S your story as an Agent 
Finished, or are you still 
waiting for the Big Chapter? 


Valuable Openings in Productive Territory 
For Energetic Ambitious Men. 


Maryland Assurance Corporation 


Baltimore 


LIFE 
HEALTH JOHN T. STONE 
ACCIDENT President 
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What Should Properly Constitute 


The Mortuary or Benefit Fund 


By Sidney H. Pipe, Toronto, Canada, Actuary of Independent 


Order of Foresters 


Read Last Weel 


From Paper 


Before National Fraternal Congress 








Fraternal societies value upon a ba- 
sis more closely following the mor- 
tality actually experienced, and use a 
higher rate of interest. The life com- 
panies are now working upon a new 
mortality table, which will no doubt 
replace the American Experience Ta- 
ble. But this does not alter insurance 
principles, and the “tabular” or “usual” 


reserves under: the new table will be 
substituted for the American Experi- 
ence reserves. The change will not al- 


ter the cost of insurance to the public, 
thereby demonstrating that if the life 
company method of valuation is right, 


the fraternal society method is un- 
necessary and burdensome. Can you 
imagine the vigorous protest which 


would go up from companies charging 
practically net valuation rates if the 
Insurance Commissioners ruled that in 
all cases the net premium to be valued 
must be the gross premium, less actuai 
expenses? 

Let us all make some moderate as- 
sumptions as to expenses and give an 
illustration of how such a ruling would 
affect the reserves in the case of the 
company above mentioned. 

At the age of 20 the whole life rate 
is $13.48 per $1,000. Expenses at the 
rate of $2.75 per $1,000 per annum to 
cover all commissions and head of- 
fice expenses would not overstate this 
item, leaving a net premium of $10.73, 
which is the Medico-Actuarial 38449 
net rate. 

Valuing this net premium upon the 
American Experience 34% basis, would 
produce the reserves shown in the fol- 
lowing table. The “usual” or “tabular” 
American 314% reserves are shown for 
comparative purposes. 

Per $1,000 
Reserves “Usual” 
valuing or 


At the actual net “Tabular” 
end of premiums Reserves Difference 
1 year $ 63.93 $ 6.19 $57.74 
years 76.2 19.24 56.98 
5 years 89.39 33.238 56.16 
1) years 126.65 72.78 53.87 
15 years 170.8 119.68 51.14 
‘) years... 222.83 174.%) 47.93 


It would appear that under such a 
method of valuation the company would 
be insclvent. 

The question will naturally arise in 
the minds of my audience why the 
“usual” or “tabular” reserves only are 
required when the higher reserves ap- 
pear to be necessary. 

To answer that question I will give 
some figures. The mortality table 
which most accurately represents the 
actual experience of the life companies 
as far as we know at present is the 


Medico-Actuarial Table. For purposes 
of comparison I am giving in the fol- 
lowing table the death rate per 1,000 at 
quinquennial ages by that table, and 
also according to the American Experi- 
ence Table. 

Mortality per 1,000 


Medico- American 
Age Actuarial Experience 
TtticteVerinewesen  waealen $ 7.80 
Sn ee ee eee $ 4.70 8.06 
ted ivr as as chee oto enh oa 4.90 8.43 
Was 6:5 14.08 we ae nie 5.70 9.79 
Gass Sei daleas ciao 10.60 13.78 
PS dik ate eis ack etane aca 24.00 26.69 
_, SER rene epee 39.00 40.13 
SE en ne 61.70 61.99 
ana ROUTE TL EE 137.20 144.47 
re err ene 203.70 235.55 


It will be seen that below age 70 the 


Medico-Actuarial Table is very much 
lower than the American Experience 
Table. At the younger ages the form- 


er table is only about 60 per cent. of 
the latter, Naturally there is consid- 
able difference between the net premi- 
ums, as the following table of whole life 
premiums will show. 


Net 4 Per Cent. Whole Life Annual 
Premiums—Per $1,000 


Medico American 
Age Actuarial. Experience 
A) ; - - $ 9.90 $12.67 
5 “ex ; > 11,44 14,21 
0) ; ars? 13.47 16.21 
$5 aes ecavownernee 16.20 18.84 
10 : 19.91 22.35 
45 24.97 27.12 
50 E : 31.80 33.70 
Ses wvsenne mr emsreaue 41.05 42.79 
Since the Medico-Actuarial Table 


represents actual experience, it will be 
quite legitimate to assume that a com- 
pany may experience the mortality 
shown by that table and charge the 
lower premiums accordingly, and also 
value its business upon that basis. It 
would under such conditions be just as 
solvent a company as one which exper- 
ienced the American Experience mor- 
(Continued on page 7.) 


F.D. Macorquodale has been appoint- 
ed inspector of foreign agencies of the 
Sun Life. Mr. Macorquodale came to 
the Sun Life when that company re- 
assured the Prudential Life of Winni- 
peg, of which company he was actuary 
and manager. 


Thomas W. Russell, director of the 
Connecticut Genera). and Federal fuel 
administrator of Connecticut, has been 
in Washington for the last week in con- 
ference to adopt plans to equalize the 
supply of coal in New England indus- 
trial plants. 





Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITION ON DECEMBER 3H, 1917: 


DOD ccccucsccvecedasncasccesonsseees SesetbdsbnteedesEedeeatenbaeonrsonsceosreve $ 16,560,439.04 








Liabilities ........ 14,343,626.28 
Capital and Surplu 6,812.76 
Insurance in Force......... iciebipiniebeesoneeTe 131,790,562.00 
Payments to Policyholders since Organization ........ssesessseeeeeseseses 19,612,616.08 
Is paying its Policyholders nearly.......c00-scscscsssceccevecccccsccess 1,500,000.00 annually 
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Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 
C. H. JACKSON, Supt. of Agencies 








15,000 PEOPLE 


Wrote to us last year, in answer to our advertising, for an illus- 
tration of the Fidelity “Income for Life.” This DIRECT LEAD 
SERVICE helped to make 1917 the best year in Fidelity’s history. 


AGENCY OPENINGS FOR THE RIGHT MEN. 
Write to-day 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 


Walter LeMar Talbot, 
President 


Insurance in force over 
$142,000,000 














PURELY MUTUAL CHARTERED 1857 


THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GEO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,604,426,324 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 


Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 
GEO. E. COPELAND, 


Supt. of Agencies, 
Milwaukee, Wis. 


Investigate 
before selecting your 
Auvdwo) 
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thereby contributin 


Jesse R. Clark, President. 








THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 


Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. The stronger the rear guard, the greater the 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central “Agency Force are: 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural resources, and 
largely to the world’s food supply. 


RVICE extended freely to the insured 


The UNIQUE 8 


and their beneficiaries, meriting the appellation—the 
Great Policyholders’ Company. 
: Wi 4 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


of Cincinnati, O. 




















_ The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. 8. Liberty: Bonds. 

The SAVING enjoyed by policyholderg in ium de- 
posits, the result of the Company’s stnpri arnings, 
favorable mortality, and ‘economy ‘of ‘management. 

















Allan Waters, Second Vice-President | 
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Provident agents find that in these war times it is not 
difficult to convince a man he is not carrying sufficient 
insurance. 


Provident Income Insurance is easy to sell 


Write for Information 





THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 
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T H E P R O V I D E N T WILLIAM N. COMPTON, General Agent 
Life and Trust Company of Philadelphia, Pa. Metropolitan District 
Founded 1865 St. Paul Bldg., 220 Broadway, New York, N. Y. | 














FOURTH LIBERTY LOAN 


John Hancock Expects Every Man 
Connected With Company To 
Volunteer His Services 


The John Hancock Mutual Life 
through its agency paper the “Field” 
sends the following message to its 
field force in connection with the drive 
for the Fourth Liberty Loan: 

The drive for the Fourth Loan starts 
Saturday, September 28, and closes 
Saturday, October 19. 

We expect every man connected with 
the Company to volunteer his services 
to help place this loan. The Company 
would like every man to ally himself 
with the local committee of his sec- 
tion. Do not be afraid to volunteer 
your service; impress upon the com- 
mittee your ability to sell Liberty 
Bonds. It is the intent of the agency 
department to aid our agents in the 
work of solicitation of Liberty Bonds 
in every possible way, and we desire a 
record of all sales made, in order that, 
at the end of the drive, we may know 
the number and amounts of Bonds 
placed through our men. 

The Company will purchase its share 
of the new loan. It already owns more 
than eight million dollars’ worth of 
Liberty Bonds. This big investment 
should encourage every one of our men 
to great effort. Let us show the six 
hundred and seventy or more John 
Hancock men, now in the service that, 
through the Company’s purchase of 
bonds and through the efforts of our 
agents we will guarantee them food 
and raiment, and shot and shell, in 
sufficient quantity to insure an Allied 
success. 
Mortuary Benefit Fund 

(Continued from page 6) 
tality, charged American Experience 
premiums, and valued its business 
ypon the American Experience Table, 
as the actual cost of insurance only is 
charged in each case. We will, there- 
fore, compare the reserves which two 
such companies would accumulate. 
Since reserves upon a 314% basis ac- 
cording to the Medico-Actuarial Table 
have been calculated for certain ages 
and durations, and we are merely com- 
paring results, I am giving the 34% 
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reserves in each case. Evidently if one 
table gives higher reserves than an- 
other upon a 314% basis, the same re- 
sult will happen on a 4% basis. 


Table of Reserves Accumulated per 
$1,000—Ordinary Life Policy 





means of protecting its members. In 
these days, however, when adequate 
reserve provision is admitted to be a 
condition precedent to our continued 
existence, this practice becomes ar- 
chaic and unworkable. If we have 


Ordinary Life Policy 


At Age 25 at issue 
end American Medico 
of Experience. Actuarial 
eee $ 7.63 $ 8.1 
f.... & yee 23.70 25.33 
© SN cakdavsdnasbans 40.91 43.77 
2 | ee 89.42 96.32 
TS POMC nd ccccceviecees 146.54 158.58 
OEE 213.04 230.40 
 seasvnurs davies 372.38 393.65 


We, therefore, see that a company 
charging the lower rates and experi- 
encing the lower mortality would accu- 
mulate slightly higher reserves than 
the company charging the higher 
premiums and experiencing the higher 
mortality. Consequently any higher 
reserves than the “usual” or “tabular” 
reserves upon a well-established basis 
are unnecessary and burdensome. 

The company charging the lower 
premium and experiencing the condi 
tions assumed would. of course, be “ac- 
cumulating and maintaining the reserve 
computed by the American Experience 
Table” referred to in Section 5, Subsec- 
tion 2, of the New York Conference 
Bill. No other construction could be 
placed upon this sub-section which 
would be in accord with the practice 
of prominent companies, which is per- 
mitted by the Insurance Departments, 
of making what is practically a gross 
premium valuation upon the statutory 
basis. 

Says Practice Is Entirely Wrong 

I think it is evident from the forego- 
ing analysis that the usual practice 
adopted under Section 11 of the New 
York Conference Bill of segregating 
the net premium and expense elements 
is entirely wrong from the standpoint 
of sound underwriting. It is conceiv- 
able that in the early days of Fraternal 
Insurance when the premium rate 
charged was anything that the minds 
of the executive. officers conceived to 
be sufficient, a provision that some def- 
inite portion at least of an insufficient 
premium should be set aside as a “mor- 
tuary or, benefit fund” was a proper 


Ave 35 at issue Ave 50 at issue 


American Medico American Medico 
Experience. Actuarial. Experience. Actuarial 
$ 11.76 $ 12.84 $ $ 23.96 
36.45 39.94 69.37 72.48 
62.73 68.89 117.31 122.01 
135.76 148.37 40.96 248.97 
219.15 235.78 365.70 374.18 
310.75 329.02 485.23 188.22 
504.71 §21.33 694.75 679.03 


changed our basis of operation from 
rates which were manifestly inade- 
quate to rates which we claim are 
adequate, the test of this claim lies in 
the reserves “accumulated and main- 
tained” under these rates, and if these 
reserves are of an amount equal to the 
“tabular” or “usual” reserves upon an 
established basis, further provision 
aiming at the protection of the policy 
contracts issued by the Society is un- 
necessary. 


It is possible under a_ wide, but 
sound, interpretation of Section 11 to 
divide the gross premium, or premiums 
charged, into a net premium and an 
expense margin which are variable, so 
that the assured is amply protected 
and at the same time the Society's ex 
pense margin is not unduly restricted. 
The gross premium charged is presum 
ed to be sufficient to provide the ben- 
efits promised and the reserves neces 
sary to protect the certificate issued 
and to pay the necessary expenses in 
connection therewith, It has no other 
function to perform, and the size of 
the premium, which is erroneously sup 
posed to decide its adequacy or other: 
wise, is dependent upon the quality of 
the business written and the manage 
ment of the Society. 


Sums Up 


Acting upon these assumptions, it 
would be legitimate to provide, first, 
that the Mortuary or Benefit Fund shall 
consist of such proportion of the pre- 
miums collected, together with the in- 
terest accretions thereto, as shall be 
adequate to meet matured claims and 


to maintain the “usual” or “tabular” re- 
serves upon a stipulated basis of mor- 
tality and interest. Second, that the 
expense fund shall consist of such pro- 
portion of the balance of the premium 
after providing for the first item, to- 
gether with interest accretions as is 
necessary to pay expenses. Third. the 
balance of the premium not required 
for items one and two, together with 
interest accretions shall constitute 
the surplus of the Society. 


Under Provision One the assured is 
adequately protected. The expense 
provision in the second clause is suffi- 
cient and no more, and is not opera 
tive until the reserves are provided for. 
After this point, which secures the 
protection of the policyholder, the ex- 
pense provision is not restricted to any 
fixed percentage of the premium 
charged. Having provided for liabili- 
ties and expenses, any other funds ac- 
cumulated out of the premiums consti- 
tute the surplus Naturally, such an 
arrangement on the part of a society 
calls for an undertaking in its byJaws 
or otherwise to maintain the reserves 
out of the premiums and interest ac 
cretions from business to which ar- 
rangement is applied 


If the reserves so maintained are 
equal to or greater than the American 
Experience 4 per cent. reserves, the 
society comes under the operation of 
Section 5 of the New York Conference 
Bill permitting it to grant surrender 
values Whether it could do so or 
not would depend upon the premium 
charged. 


Question of Expense 


My reasons for this paper are stated 
at the outset. The question of the de 
velopment of our societies is primarily 
a question of expense, because no mat- 
ter how sound a society may be or 
how favorable its rates are, a force of 
agents or deputies is necessary. It 
becomes an acute practical question 
how to meet expenses and at the same 
time sell sound insurance at compet- 
itive rates of premium This, in my 
opinion, can only be done by treating 
the premium charged as an undivided 
source from which claims, reserves, 
and expenses are to be met 











Service—First, Last, and Always 


The agent who is selling insurance in a company which for sixty-seven years has 
been rendering unexcelled service, does not work alone. Wherever he may be, he 
will find enthusiastic friends ready to bear witness that there is no better company 
in the land than the old Massachusetts Mutua!. Our enviable record for service in 
the past and the low net cost of the perfect protection we furnish, make a com- 
bination that assures success to any real worker in the field. 





54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





Occasionally we have a General Agency opening 
JOSEPH GC. BEHAN, Superintendent of Agencies 


MASSACHUSETTS. MUTUAL 
LIFE INSURANCE .COMPANY.. ., 


Springfield, Massachusetts : 
Incorporated ‘1851 ; , 


The 1917 Record of Efficient Service 
by our Competent Agency Force 


New’ England Mutual Life Instttignce-Co. 
sia Boston, Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





In a symposium on 
When to “When to Prescribe 
Prescribe the Ordinary Life 


Policy,” published in 
The Massachusetts 
Mutual Life’s “The Radiator,” J. May- 
nard Barney, of Syracuse,-argues that 
this is his favorite contract. He says: 

To prove my success so far in sgell- 
ing Ordinary Life—all my business to 
date has been Ordinary Life excepting 
$4,000 in 4 policies. Just now, three 
cases in the past two weeks, from hard 
competition, and it was Ordinary Life 
that did it. My competitors talked 
Twenty Payment to the young men. I 
talked Ordinary Life and won. 

I can’t sell anything else. Occasion- 
ally you find a man who wants a con- 
tract where he does not have “to die 
to win.” Sometimes he can't be shown. 
He is so bull-headed that he cannot and 
will not see. Then, to sell anything, I 
have to let him have Twenty Payment 
Life or Endowment. I try to get long 
term Endowments, if possible. My most 
sincere hope is to be able to find an ar- 
gument to reach these cases and get 
them back to real protection—Ordinary 
Life. The following short article gives 
my views: 

When do I advise Ordinary Life? 
Every time I find a man who needs in- 
surance, The Ordinary Life contract 
is the best insurance policy for anyone. 

The Ordinary Life contract gives the 
most protection each year for the least 
cost. Lowest premiums, and, largest 
dividends per dollar of premiums. 
(Term insurance is not considered at 
all, because a man can never buy Term 
insurance to cover his full expectancy. 
Thus it is not life insurance.) 

In the second place, no man buys 
clothes, shoes, coal, groceries, or any 
other commodity, except from month to 
month, or from year to year. Or, in 
other words, would you consider the 
following proposition? 

“The best clothing store in the United 
States offers you this contract:—For 
the. next twenty years you pay $30 a 
year for a $20 suit. At the end of the 
twenty years they give you free a $20 
suit each year as long as you live.” 

Would you consider it? I hardly think 
so. Why then buy Limited Payment 
insurance contracts when you can pay 
less each year for Ordinary Life? 

Then take the case of the young man. 
He is our best prospect. Why do so 
many agents talk and advise Endow- 
ments and Limited Payment contracts? 
Usually the larger commission, isn’t it? 
To prove that he should have Ordinary 
Life let us first consider his reasons 
for needing insurance. 

First, he wants his protection at the 
lowest cost; and secondly, to start sys- 
tematic savings for his own old age 

If he buys Ordinary Life he gets 
more protection from the amount he 
can spend each year, than from any 
other policy. This protection during 
his producing years is what he needs 
most of all. He needs all the insurance 
that he can possibly carry, and must 
make every dollar go as far as possible 
in buying insurance. Why?—because 
that is the only time he needs insur- 
ance. To perpetuate his income to his 
family if he dies prematurely, is why 
he needs insurance. 

If he lives his expectancy he will 
have less need of protection. He will 
want to utilize his savings, é6te., in en- 
joying his after years. 

Now, just why has he had the most 
protection? Does the average agent 


Ordinary Life 


tell him what his protection really is? 
Does he tell him that his protection is 
not the face of the policy but the dif- 
ference between 
the cash value? 


the full amount and 











re 








Thus, when he has lived to 55 or 60 
years of age he has much less protec- 
tion, and, not needing so much protec- 
tion, can use part of his insurance in 
cash values as needed. 

There is another way by which a 
young man can make Ordinary Life 
contracts his best insurance. Take a 
case at age 25. Ordinary Life at $20.14 
per $1,000, while Twenty-Payment at 
$30.07, or a difference of $10 per year. 

He buys Ordinary Life and puts $10 
per year in bank at 4%. $10 annually 
for 20 years at 4% equals $309.70 at 
end of twenty years. He takes out all 
dividends. Then, twenty-first year his 
net cost per Ordinary Life on present 
schedule of dividends would be $20.14 

7.48—$12.66. The interest on 
$309.70 at 4% is $12.39. Thus he has a 
policy supported entirely by interest 
on his savings, and he is $309.70 ahead 
in case of death. 

I don’t advise this method, because 
of uncertainty of savings, but I use it 
to show him superiority of Ordinary 
Life for him. Then if he has $30 or $60 
to spend each year, I have him take 
$1,500 or $3,000 Ordinary Life instead 
of $1,000 or $2,000 of Twenty Payment. 
He buys for protection and gets the 
most of it for every dollar. I am also 
better off, having sold more insurance. 

Whether his policies are paid-up in 
twenty years does not affect him at all. 
If he dies, he has left more insurance 


money. If he lives, he is only coming 
gradually to the same result. If he 
lives his full expectancy, one policy 


costs the same as another. Figure com- 
pound interest and prove it. That is, 
if a man lives to 96 he pays himself 
$1,000 on ANY Life policy. While in 
40 years or more he might pay more in 
net premiums on an Ordinary Life con- 
tract, he would have paid the same 
amount, figuring interest lost on extra 
cost of a Limited Payment contract. 

There is absolutely no case where 
Ordinary Life is not the best policy 
from an insurance viewpoint. I am sell- 
ing insurance! 

When we try to sell other contracts 
and attempt to show them better from 
an insurance viewpoint, we are not 
selling protection—we are following the 
lines of least resistance. That is not 

















Metropolitan Life Insurance Company 
Home Office Building 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. . . .$3,936,181,898 
It is greater than any other company 
in America in the number of its 


OS eee Ee tno 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
fare Preyer: 

It stood first in the world in gain 
in insurance in force in 1917 
scaeee acniaeate 4-6:00:6,2 see ae 

It stood first in the world in gain in 


income in 1917...... $40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 











salesmanship, We are not doing what 


our business provides first and above 

all—selling protection. That is our 

only argument -and that means Or- 
dinary Life. 

* * a 

Don’t lag mentally” or 

Set the physically for these are war 

Pace times when in every line 

at Home the greatest pressure is 

felt. We don’t want our 


boys at the front to lag, do we, when 
there is so much at stake—-have you no- 
ticed any letting down in the work of 
our American Army of which we are 
all so proud? asks the “Security Agent,” 
published by the Security Mutual. 
Ought not we at home to keep pace 
with them in our own special lines? 
When business men in every line are 
leaving their offices and their factories 
and devoting themselves to _ public 
work of one sort or another to help in 
this mighty conflict, when the farmer 
is working long hours in the interests 
of the best crops the country has ever 
produced, when women in the homes 
and women in business are empioying 
all the time they can possibly give 








Seventy-five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 


Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 








from home interests and business in 
supplying comforts to the soldiers and 
necessities to the hospitals. it is not a 
time for anyone in any line to lag. We 
must work on and on, neither faltering 
nor failing till the big task is finished. 
Cultivate this work habit each day and 
every day to that end, weed out all 
the little tufts of laziness from the gar- 
den of your life and prune and tend 
that fine plant, work, which will in the 
end bring you great rewards. 


- ” - 
Agents have not thus 
Would Stick far evinced much _ in- 


To Old terest in the proposed 
Policies new health and acci- 
dent forms but R. A. 


Hoffman, general agent of the Fidelity 
& Casualty at St. Louis, favors the 
continued use of the present policies. 
In an interview in “The Mutual Under- 
writer,” he says: “It’s my judgment 
that the elimination of frills, so-called, 
would result in severe loss to the regu- 
lar companies indulging in it, because 
all companies will not eliminate the 
frills, and those who do will drive the 
business, brokers and agents into the 
offices of such companies. It’s my judg- 


ment that the present day features of 
both accident and health contracts are 
largely responsible, decidedly so, for 


the tremendously increased volume in 
late years. While I concede that the 
great volume of business written in ac- 
cident and health branches begets us 
but a small margin of profit, if any, it, 
nevertheless, gives us a large fund for 
investment purposes, and after all, 
that’s where we get our dividends for 
our stockholders. As a fellow once 
put it, ‘We are no longer insurance 
companies-—we are banking and invest- 
ment institutions.’ Personally, I think 
it would be a great mistake for the 
companies to abandon the present day 
forms. I also think that every com- 
pany ought to stand on its own bot 
tom If I were a large stockholder 
and in a managerial capacity in any 
one of the several large institutions, I 
might have a different view of the prop- 
osition, but from the viewpoint of a 
business-getter, it is my judgment that 
we will go back twenty-five years if we 
undertake to go back to original first 
principle forms of accident and health 
insurance. Bureaus and combinations 
may be all right in certain respects, 
but in the main I beg to be excused. ! 
would rather see an increase in rate or 
a reduction in commissions, than an 
abandonment of features that have 
made accident and health insurance at- 
tractive to the public.” 
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Fackler on Life Insurance 
(Continued from page 2.) 


ately became a leading agent for The 
Prudential, and the Brooklyn Life re- 
insured shortly afterwards. 

The Tontine System 

Early in that same year, 1868, two 
life companies in New York City en- 
deavored to revive the old-fashioned 
pure Tontine business. I am not re- 
ferring to .what was known as the 
Tontine Dividend system introduced 
late in that year, but to genuine Ton- 
tines based on the original idea of 
Tonti, the Italian, who _ introduced 
them two centuries before in Europe, 
where they had become popular. They 
had been occasionally employed in 
New York City, New Haven, and pos- 
sibly somewhere else in this country. 
There was a Tontine Coffee House in 
Wall street, New York City, and a 
Tontine Hotel in New Haven, Conn. 
In both cases the funds with which 
the buildings were erected were sub- 
scribed by a number of persons who 
mutually agreed that all the income 
derived from the funds should be di- 
vided among the survivors, who should 
become the heirs of all who died. This 
arrangement was to continue until the 
end of a certain period, or until a time 
when the number of survivors should 
be reduced to a certain small number, 
when the funds should be_ divided 
among the survivors, each of whom 
should become the absolute heir of the 
share so assigned. All divisions of in- 
terest and principal were made in pro- 
portion to the original subscription of 
each survivor. Despite the old-time 
popularity of Tontines, neither of the 
life companies above mentioned was 
able to make a success with the pure 
Tontine business and they soon retired. 

The original Tontine Dividend sys- 
tem, which was introduced late in 1868 
by the Equitable, was a “cast iron” 
contract, under which failure to pay 
premiums would cause an absolute for- 
feiture of the policy, even though a 
very large amount of reserve and un- 
divided surplus had accumulated from 
it. The harshness of this contract 
made it so unpopular in a few years 
that it was discontinued as to new is- 
sues, under which only accumulated 
surplus would be forfeited in case of 
lapse and the insured would be entitled 
to paid-up insurance, in accordance 
with the rules of the company, The 
propriety of both of these Tontine sys- 
tems was hotly disputed by such com- 
panies as the Connecticut Mutual and 
the Mutual Benefit, and also for a 
time by the Mutual Life Insurance 
Company, but at last that companty 
went over to the Semi-Tontine ranks. 
Thus, for a time it appeared that prac- 
tically all companies had adopted the 
Semi-Tontine system, which was popu- 
larized by dazzling estimates of large 
dividends at the end of the Tontine 
periods, and enabled the Tontine com- 
panies to attract agents from other 
companies by paying larger commis- 
sions, as they did not have to pay out 
dividends annually. The high com- 
missions thus given in the keen com- 
petition engendered the scandalous 
system of rebatine, which, together 
with the indignation caused by the 
Tontine companies’ failure to make 
good the “estimates” of Tontine divi- 
dends, aroused public wrath and fi- 
nally in 1906 brouvht about the Arm- 
strong legislation in New York State, 
which put an entire stop to the is- 
suance of any new policies with. de- 
ferred dividend provisions. 

The radical and sweeping changes 
made by the Armstrong laws had some 
undesirable results. There were some 
forms of ingurance in which the de- 
ferring of dividends for a limited period 
of, say 5 or 10 years, was not objec- 
tionable--I refer particularly to the 10- 
Year Renewable Term policy, which 
was issued by the Aetna Life Insur- 
ance Company for 49 years before the 
Armstrong laws. It had worked very 
satisfactorily for all its patrons, but 


had to be discontinued as to new is- 
sues under the general iaw against de- 
ferring a division of surplus. 


Rate War 

One of the most remarkable events, 
since 1868, occurred late in 1872, when 
one of the very largest insurance com- 
panies decided to crush the rivalry of 
new companies by a reduction in rates. 
It announced that in 1873 its rates 
would be cut down very greatly; the 
new premiums would be based upon 
the American table and 4 per cent. in- 
terest, with 10 per cent. loading for all 
forms of policies; in this way, its Or- 
dinary life premium of $26.38 at age 35 
would be reduced to $20.72. This was 
followed by a storm of protest, first 
from the other life insurance compa- 
nies, and then from the policyholders 
of the company itself. The other com- 
panies sought the opinions of three 
consulting actuaries—Elizur Wright, 
Sheppard Homans and the writer, all 
of whom joined in an opinion condemn- 
ing the proposed action as a greater 
reduction in premium than was war- 
ranted by mortality experience, so far 
as compiled. ‘This opinion, along with 
a protest signed by prominent policy- 
holders, was published December 4, 
1872, in the leading daily papers of the 
large cities throughout the country, and 
ten days afterwards the offending com- 
pany rescinded its action. It will be 
noted that the rate above stated for 
age 35 is decidedly lower than the par- 
ticipating rate of any company at this 
time. Six years later, the same large 
company again adopted rates decidedly 
less than were generally charged by 
mutual companies, the premiums for 
Ordinary Life policies being made just 
15 per cent. lower than its previous 
rates. As these reductions were much 
less than proposed in 1872, they were 
not opposed by its policyholders or the 
other companies. After employing these 
lower rates for five years, the company 
abandoned them, and adopted premi- 
ums higher than those used by other 
companies, having found, apparently, 
that lower rates did not attract busi- 
ness, 

First Non-Forfeiture Law 

In 1879, New York passed its first 
non-forfeiture law for the protection 
of policyholders, providing paid-up in- 
surance in case of lapse. It was thus 
many years behind the State of Mas- 
sachusetts, which had passed such a 
law in 1861, and later, in 1881, extended 
the former law so as to provide cash 
surrender values as well as paid-up in- 
surance in case of lapse or surrender. 
It was not until 1906, however, that 
New York State legislation provided in 
any way for cash surrender values or 
loans. 

The scandalous conditions in life 
insurance which brought about the 
passage of the Armstrong laws in 1906 
had long been recognized as the direct 
result of the “high pressure” competi- 
tion between the largest companies to 
obtain the largest volume of assets 
and insurance. * * * 


Growth of Industrial Insurance 
In any review of the last fifty years, 























Facts— 


AS. EVERLASTING / 
AS THE HILLS. £ 
Y == 


Missouri State Life Insurance Company 


Fastest Growing Life Insurance Company in America 
Home Office, St. Louis, Missouri 








Missouri State Life Policies Rich In Selling Points 





Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 
Policy Contracts New and Attractive 
Non-Participating Policies 

Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 








ests of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 





due reference must be made to the in- 
troduction and wonderful growth of 
Industrial insurance, which was begun 
by The Prudential in 1875, and by the 
Metropolitan in 1879. The writer of 
this article well remembers the insig- 
nificant size of The Prudential in 1879, 
when he made a valuation of its poli- 
cies for the State of New Jersey; also 
how Mr. Hegeman, of the Metropolitan, 
in the early eighties of the last cen- 
tury worked in his shirt sleeves to 
give his company a start in the same 
line. No one could have believed forty 
years ago that a nickel-a-week busi 
ness could be the foundation of such 
wonderful results in so short a period. 
The names of Dryden and Hegeman 
are entitled to enduring fame. 





It stands alone in that result. 


The Connecticut Mutual Life Insurance Company 
PRESIDENT JOHN M. TAYLOR, HARTFORD, CT. 
{nsurance in force, 113,918 Policies for......... 
WHAT NO OTHER COMPANY HAS DONE ; : 
To repay to its Policy-holders in Death Claims, Endowments, Dividends, Surrender 
Values, Annuities and other credits more than they have paid to it in premiums. 


Total premiums received, Dec. 1, 1846, to Dec. 31, 1917 ......cceecceecveeeeeeeeeers 
Potal returned to Policy-holders, as above noted, in same period....+..+s+++e+++ 32 
Excess of amount returned...........cecceeeeees — 


$270,243,227.37 








ARTHUR E. CHILDS, President 


LIFE, ACCIDENT, and 


covering Permanent and 





The Columbian National Life Insurance Company 


Total 
Indemnity for Loss of Time— 
A Combination That Means Money for the Agent 


Agents seeking Attractive Contracts in good territory are invited to 
correspond with the Agency Department of the Company. 


BOSTON, MASSACHUSETTS 


HEALTH INSURANCE 
Disability and Weekly 











More 
Power 


To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 
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BENEFICIARIES 
POLICIES 
insurance agents will 


TAXING OF LIFE 


Life feel en- 
‘couraged by the expression of opinion 
given by General Counsel James H. Mc- 
Intosh, of the New York Life, that in- 
heritance taxes do not apply and can- 
not be made to apply to life insurance 
which is payable the beneficiary. 
While this is only the opinion of one 
man at the same time Mr. McIntosh oc- 
cupies a position in the life insurance 
legal fraternity which compels the 
deepest respect, and he would not and 
a statement with- 


to 


does not make such 
out having a pretty clear acquaintance 
with the situation. 


ANOTHER GROUP ATTACK 

In his fifty-two page report to the Na- 
tional Fraternal Congress, President 
Gerard, of that body, launched into an 
attack upon group insurance which he 
termed ‘“‘he greatest outlaw in the in- 
field.” That's pretty strong 
language. A careful reading of his re- 
indicates that his conclusion 
based upon the fact that a great deal 
of this class of business is written in 
states where there is no law authorizing 
same, but authorized under Insurance 
Department rulings. If the business 
were not authorized by insurance de- 
partment rulings we should say that the 
business is “outlaw.” 

As it is authorized, why it isn’t out- 
law. The insurance departmental rul- 
ings. on the subject are made by the 
insurance commissioners of the country 
inasmuch the re- 
sult of conferences between a commit- 
of the commissioners’ convention 
and a committee of actuaries. The po- 
sition of an insurance commissioner in 
this country has grown to such stature 
that the average commissioner’s wishes 
are followed by legislators in nearly 
every case whénever these officials ap- 
pear before the legislatures and request 
change in laws. The National Fra er- 
nal Congress leaders understand’ this 
perfectly. sig 

The real objection of the fraternals 
tg, group insurance is that the group 
contracts have made inroads into the 
business of the fraternals. In his list 


surance 


port Is 


as these rules were 


tee 


of objections against the group insur- 


© 
+ det 





ance idea, President Gerard says that 
the lapsation in the fraternals caused 
by group insurance leaves the workers 
unprotected. If his statement were 
correct it would have great weight in 
but the fact is that 
group insurance widens the circle of 
workmen’s insurance protection.  In- 
vestigation discloses that a large per- 
centage of the workmen insured under 
group certificate were formerly not in- 


this connection, 


sured at all. 


THE FOREIGN COMPANIES 

It not believed that any fire 
surance field man could be or would 
he so shortsighted in this great inter- 


is in- 


national crisis as to attempt the per- 
suasion of agents along lines of rep- 
resenting solely American fire insur- 


ance companies, nor is it conceivable 
that any American fire insurance com- 
pany will sympathize with special 
agents conducting any hbusiness-getting 
propaganda of such a nature. To in- 
duce a local agent to surrender his 
foreign company supplies is not only 
economically 


unpatriotic, but is un- 
sound. The fire insurance companies 
having head offices in the nations 


standing shoulder to shoulder with us 
in this war are just as much our allies 
as are their troops or their ships. One 
of the erying needs in this country at 
the time is for adequate in- 
surance coverage. If the risks engaged 
in making the supplies with which the 
is to be won cannot obtain suffi- 
protection these manufacturers 
to the administration for 
assistance. Recognizing the insurance 
needs of these risk owners, whether 
they be manufacturers or grain eleva- 
tor owners, the companies have deter- 
mined to exert every effort to see that 
is furnished. As a re- 
been enormously in- 
are associations of 
are doing splendid 


present 


war 
cient 
may appeal 


the protection 
sult lines have 
creased and there 
companies which 
work in coming to the rescue. 

It is real public spirit which impels 
a company to its carrying 
capacity ten or fifteen times the nor- 
mal line on a risk where the construc- 
tion and housekeeping are such that a 
great loss is possible at any time. 
The foreign companies are doing their 
hit! in this direction. The Eastern Un- 
derwriter Jearns of one foreigmr com- 
pany which in the case of a $5,000,000 
plant line is carrying $1,000,- 
this amount. 


increase 


powder 
000 of 


Wm. B. Gerwig, former employee of 
the Fidelity and Deposit, in the Regi- 
mental Games held in France on July 
4th, won the 80-yard dash, the 220- 
yard dash, the broad jump and made a 
long hit which won the. baseball game 
for his team. 


R. C. Watters, superintendent of 
the rate manual department of the Fi- 
delity and Deposit, has been appointed 
secretary of the committee handling 
the convention of the Spanish-Ameri- 
can War Veterans to be held in Bal- 
timore in September. 





Walter G. Cowles, vice-president of 
the Travelers and Mrs. Cowles have re- 
turned from their summer vacation at 
Eastern Point, Long Isl!4nd’ Shore, Con- 
necticut. 





Walter C. Faxon, vice-president 
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MISS LEONORA M. COWICK 


Miss Leonora M. Cowick, president 
of the New England Association of 
Women Life Underwriters, and man- 
ager of the women’s department of the 
Mutual Life in Boston, is now Miss 
Leonora M. Cowick, of the Young Wo- 
men’s Christian Association. For some 
weeks she has been preparing at Bar- 
nard College for service overseas and 
she resumed her life insurance role for 
one appearance only at the convention 
of the National Association of Life 
Underwriters. Miss Cowick was also a 
guest at a luncheon of New York wo- 
men underwriters, some others present 
being Miss Little, manager of the Yquit- 
able’s women’s department; Miss Marie 
Smith, of the Equitable; Mrs. Evelyn 
Edwards, manager of the Union Cen- 
tral’s women’s department; and Mrs. 
Jennie Watkins, of the New York Life. 
Miss Cowick has made a brilliant record 
in Boston, where her department has 
about twenty-five agents. She is suc- 
ceeded there by Mrs. Frances Pote, 
who has been with the Mutual Life only 
two years, but in that time has made 
a splendid record as a producer. 


VOSHELL ELECTED PRESIDENT 


The International meeting of 
Life Underwriters held this 
week at the Hotel Astor was 
largely attended in spite of the 
difficulties of railroad transpor- 
tation. One hundred registered 
from Canada alone. 


J. K. Voshell, Metropolitan 
Life, Baltimore, was elected 
president of the National As- 
sociation of Life Underwriters. 


Pittsburgh was selected as the 
place to hold the next annual 
meeting of the National Asso- 
ciation. 


Presidents of local associa- 
tions were instructed to go 
home and advise their members 
not to write to members of 
Congress to protest against Gov- 
ernment action relating to in- 
surance. 





of : 
Aetna Life, is on a business trip to ‘ 
Chicago and St. Louis, : 


A Code of Ethics prepared 
by Chas. W. Scovel was adopted. 


A complete report of the In- 
ternational meeting will be pub- 
lished in an extra edition of 
The Eastern Underwriter dated 
Saturday, September 7, which 
will be mailed to all subscribers. 





— - i 





William H. Kingsley, secona vice- 
president of the Penn Mutual Life, has 
been selected by Henry P. Davison, 
chairman of the War Council of the 
American Red Cross as a member of 
his executive staff, He has been granted 
leave of absence by the Penn Mutual. In 
discussing Mr. Kingsley’s new position 
and his qualifications the Penn Mutual 
says: “Mr. Kingsley has been granted 
leave of absence beginning September 
1, and from that date will carry on his 
new duties as associate director, Bu- 
reau of Personnel, attached to the Na- 
tional Headquarters at Washington. His 
abilities along administrative and exec- 
utive lines combined with his wide ac- 
quaintance among the prominent busi- 
ness and financial men of the country 


especially qualify him for this impor- 
tant position. He has been intensely 
interested in patriotic effort and his 


ability to organize and develop public 
enterprises was demonstrated in con- 
nection with the highly successful War 
Chest Drive for the Philadelphia Dis- 
trict. Mr. Kingsley takes with him to 
Washington the confidence and warm 
good wishes of all his many friends 
and associates for further successes in 
this new field where he is sure to ren- 
der public service of the highest type.” 
* * - 

Walter E. Batterson, a grandson of 
James G. Batterson, who founded the 
Travelers Insurance Company, has 
left for the machine gun officers’ school 
at Camp Hancock, Ga. Mr. Batterson, 
who is assistant secretary of the de- 
partment of liability and compensation 
of the Travelers Insurance Company, 
was a member of the class of 1911 at 
Trinity College and since entering the 
employ of the insurance company has 
worked in the Chicago and Detroit 
branch offices. Mr. Batterson is married 
and has one child. His office associates, 


to the number of 300, met in the as- 

sembly shall Tuesday afternoon and 
gave him a wrist watch. 
A * * 

Lieutenant Ronald Diplock, of the 

British Army, formerly with Frank & 


DuBois and who is a nephew of Frank 
Lock, United States manager of the 
Atlas, was in New York this week on 
sick leave convalescing from a wound 
received in action. He was struck by 
a shell and wounded severely in the 
leg while the men on either side of 
him were killed. Lieutenant Diplock 
expects to return to active duty about 
October 1. 
* a * 

W. A. Hinshaw, of Des Moines, 
started to sell insurance for the Bank- 
ers Life of that city twenty-seven 
months ago. His total of paid for busi- 
ness since that time has been $1,001,500 
and the total of applications has been 
579, with an average premium of over 
$38.00 per thousand. His total of ap- 
plied for business for the same period 
has been $1,100,000. 

os * + 


Lewis B. Herrick, of the Automobile 
Insurance Company of Hartford, and 
formerly with the Phoenix Insurance 
Company, has enlisted in the army and 
left for Camp Greenleaf, Lytle, Ga. 

* co * 

James R. Manning, a former valued 

employee in the liability claim depart 


ment of the Fidelity & Deposit, has 
been reported in the casualty lists 
from France as seriously wounded. 

* * * 


‘James Wyper, vice-president of the 
Hartford Fire Insurance Co., and family 
have returned to Hartford after spend 
ing a few weeks at Norfolk, Conn 

ote * 


Benjamin Rush, president of the In- 
surance Company of North America, 
is expected to return next week from 
three weeks’ vacation. 
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Motor Truck Cover 
Is War Necessity 


NEW YORK BROKERS’ VIEWS 
Hartford Companies Reported to Be in 
Conference on Subject of Broader 


Forms 


That broader coverage for motor 
trucks engaged in inter-city transpor- 
tation and for goods carried in this 
method is a war necessity, is the view 
expressed this week to The Eastern 
Underwriter by New York brokers 
handling this class of business. One 
of these brokers says that there is only 
one New York company which will give 
a form of cover approaching what is 
necessary to protect shippers and 
transportation operators by motor 
truck routes. 

This broker denies the report that 
any of the Hartford companies to date 
have offered an acceptable form of cov- 
erage. 

It was published on Saturday that a 
committee of the National Council of 
Defense in Washington had taken this 
matter up and had approached the 
Hartford companies on behalf of the 
motor truck operators and that one of 
the companies had expressed its will- 
ingness to the Hartford Chamber of 
Commerce to co-operate in this respect. 


LIEUT. LUDLUM “ALL BETTER” 


Vice-President Ludlum of the Home 
Receives Word Direct From 
His Son 


Vice-President Ludlum of The Home 
Insurance Company has received a 
cablegram from his son, Lieutenant 
Clarence L. Ludlum, Jr., dated Paris, 
July 31, which says, “Slightly Wound- 
ed, ‘All Better.’” It is presumed that 
Lieut. Ludlum was at that time con- 
fined in a base hospital in Paris. The 
“All Better” used in the cablegram is 
a childhood expression of the Lieuten- 
ant’s indicating that he was feeling 
all right after recovering from some 
childhood hurt or sickness. 





J. J. BOLAND PRESIDENT OF 
SENECA 

James J. Boland, president of the 
New York National and of the James 
J. Boland Co., Inec., has been elected 
president of the Seneca Fire, of Buf- 
falo, following the purchase of the con- 
trol of that company recently by in- 
terests affiliated with the James J. 
Boland Co., Inc. 

The Columbian, of Indianapolis, has 
been admitted to do a fire business in 
West Virginia. 


MORE SPEAKERS FOR AGENTS 


Alfred M. Best and Thomas F. Daly 
To Address National Local 
Agents’ Convention 


Two additional speakers at the con 
vention of the National Association of 
Insurance Agents were announced on 
Tuesday by Secretary-Treasurer C. S. 
S. Miller. They are Alfred M. Best, 
publisher of Best’s Insurance Reports, 
and Thomas F. Daly, of Denver, presi- 
dent of the Capitol Life Insurance Co., 
and general agent in that city for a 
number of fire and casualty companies. 
Mr. Best will talk on “Competition of 
Mutuals and Inter-Insurers,” and Mr. 
Daly on “Government Insurance En- 
croachments.” 

Mr. Miller also announced that great 
interest is being taken in the award- 
ing of the President’s Trophy, which 
is to be presented at the convention 
to the officers of the state association 
showing the greatest percentage of in- 
crease in paid membership for the past 
year. Complete returns are not avail- 
able yet but there is great competition 
for first place between ‘Texas, Georgia, 
Kentucky, New Jersey, Illinois, Wis- 
consin, and Towa. 


HARTFORD MAIL INSURANCE 

Figures just available show the reg- 
istered mail business of the Hartford 
companies for 1917 to be as follows: 

Aetna, net premiums $18,603, net 
losses $267, and ratio of losses to prem- 
iams 1.4 per cent. 

Automobile Insurance Co., net premi- 
ums $91,400, net losses $52,589, and 
ratio of losses to premiums 57.5 per 
cent. 

Hartford, net premiums $18,230, net 
losses $148, and ratio of losses to prem- 
iums .8 per cent. 

Phoenix, net premiums $333 with no 
losses. 


NOW IN HEAD OFFICE 

Stephen E. Cate, for many years 
special agent and adjuster of the North 
British & Mercantile in Missouri, has 
been transferred to the United States 
head office of the Company and he wif 
act in the capacity of adjuster for the 
North British and the Commonwealth. 


SUCH A HEADACHE! 

Oh boy! $3,000,000 fire loss! And still 
they had the nerve to advertise that 
Green River wouldn’t give one a head- 
ache. 


The Union Agency Corporation, Wil- 
mington, Del., has been incorporated 
with $95,000 capital. Jonathan H. 
Brown, M. E. Brown, of Wilmington; 
and Edward Everett, of Washington, D. 
C., are incorporators 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 











; tHE AUTOMOBILE— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 





CASH CAPITAL 


$2,000,000.00 


ASSETS 


| $7,266,538.81 


LIABILITIES, EXCEPT CAPITAL 


$3,086,345.45 


SURPLUS TO POLICYHOLDERS 


$4,180,193.36 


















LINES WRITTEN 
FIRE MARINE WAR RISK 
TORNADO WIND STORM MAIL PACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 








REGISTERED MAIL 


Affiliated with 
AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


















THE 


WILLIAM H. KENZEL CO. 
FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE -& MARINE INS. CO. OF PROVIDENCE, R. L. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO. OF NEW YORK 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 










































NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 





eoccece -- -$357,318.58 











Reserve .......... 230,513.29 Reservs ........- 54,256.92 
Cagtial -4'3"..'. 0.46 300,000.00 ra 200,000.00 
63,479.83 96,379.07 










OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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J. H. Brewster’s Early 
Insurance Days 


WORK AS OFFICE 


First Job Was With Connecticut Fire 
—Fifty-one Years in Fire 
Insurance 


BEGAN BOY 


James H. Brewster, United States 
manager of the Scottish Union and Na- 
tional, has been a fire insurance man for 
fifty-one years. He has written some 
reminiscences for the “Insurance In- 
dex,” which are reproduced herewith: 

“This story begins early in 1867. The 
Connecticut Fire Insurance Company 
was then located at No. 12 State street, 
Hartford, in the small office occupied 
from its birth in 1850. 

“After serious reflection, the presi- 
dent decided that an office boy might 
prove a useful and not an expensive 
ornament to the company’s limited staff. 
Without solicitation, I was offered the 
job and began my duties on the 25th of 
February, 1867. When this organization 
had been made effective. the official and 
clerical force consisted of President, 
John B. Eldredge; Secretary, M. Ben- 
nett, Jr.; Chief Clerk, Chas. R. Burt, 
and Office Boy, Me. 

First Underwriting Experience 

“The assets of the company were 
$265,000; net surplus, $15,000; annual 
premium income, $113,000. YWidently, 
the injection of new blood exerted a 
favorable influence as, during the fol- 
lowing year, premiums increased 
$45,000 with a corresponding increase in 
the loss ratio, but to remove any re- 
flection this statement may cast on the 
ability of an embryo underwriter, it 
may be explained that one of the first 
policies I was toid to write covered 
$37,500 on the Hartford Carpet Com- 
pany’s mill at Tariffville, Connecticut 

proofs for a total loss were presented 
and honored a few months later. 

“Fifty years ago, twelve o’clock noon 
was dinner time and everybody went 
home. The last man to leave the of- 
fice at noon, or at night, locked the door 
and as the company had but one key, it 
was left elther in the door or under 
the doormat. 

“The company pursued an extremely 
conservative course, making little head- 
way in premiums, or in surplus, a harm- 
less, yet slowly progr essive policy that 
was arrested by an appalling loss at 
Chicago in October, 1871. The details 
of that disaster, fatal to a great number 
of fire insurance companies, may be 
passed over, and it is sufficient to say 
that the Connecticut came through the 


ordeal proudly, preserving its enviable’ 


name and perpetual charter, and was 
able, at once, to enter upon a progres- 
sive policy with $500,000 fresh ez — 
ard\also able to meet a loss of $156 
000, unflinchingly, at Boston in Foss 
ber the following year. 
Becomes Assistant Secretary 

“An official change of supreme im- 
portance is recorded in 1873. Mr. Ben- 
nett succeeded Mr. Eldredge as _ presi- 
dent and Mr. Burt was elected secre- 
tary, while the office boy became as- 


sistant secretary. The capital was 
increased to $1,000,000 in 1875. All 
these and previous changes made 


larger quarters necessary. The little 
office on State street of less than one 
thousand square feet was conspicu- 
ously out of date and outgrown. Ar- 
rangements under way for more ade- 
quate accommodations were hastily 
concluded by the necessities .occa- 
sioned by an early morning fire, extin- 
guished too late to save important 
books and papers and..much of value 
outside the safe. Refuge “was found 
in the Hartford Fire Insurance build- 
ing on Trumbull street where the 
company remained until the comple- 
tion of its newly erected building on 
the corner of Grove and Prospect 
streets. 

“At the close of business on the 
31st of:December, 1880, the company’s 


assets amounted to $1,636,382.82; net 
surplus $287,722.92; net premiums 
$507,871.98. Just previous to the end 
of the year, Mr. Bennett dissolved his 
connection with the company, resign- 
ing the presidency to accept the man- 
agement of the Scottish Union & Na- 
tional Insurance Company, a connec- 
tion retained until his death in 1899. 

“Purposely, I have alluded to only 
one of the many Hartford companies 
doing business fifty years ago that 
survived that fateful day in October, 
1871, and here, lest I be drawn into a 
hopeless maze of reminiscence, my 
stary ends.” 


R. S. BRITTON AT CAMP MEADE 


President of United States Brokerage 
Company Joins Army—Active 
In Insurance 


New Brunswick, Sept. 3.—Russell 8S. 
Britton, the largest stock-holder, a di- 
rector and the president of The United 
States Brokerage Company, left on 
August 27th, for Camp Meade, Md. Mr. 
Britton is well-known throughout New 
Jersey and in New York. He is a large 
real estate operator along the summer 
resorts in New Jersey and was formerly 
connected with the Firemen’s Insur- 
ance Company of Newark. He has pro- 
cured the representation of many com- 
panies for The United States Broker- 
age Company, Inc., which is a $100,000 
corporation at New Brunswick. Some 
of the companies represented are the 
Girard, American, Old Colony, North- 
western, National, Ocean Accident, 
Lloyd’s Plate Glass. 

Mr. Britton’s friends are wishing him 
much success with the hope that he 
will soon again be among them on the 
Street and in the field as his friendli- 
ness and willing ways were much to 
his credit. 

FIREMAN’S FUND PRIZES 

In accordance with the reward sys- 
tem that was inaugurated by the Fire- 
man’s Fund to encourage the develop- 
ment of improved methods in transact- 
ing the routine business of the head 
office three prizes have recently been 
awarded as follows: Mrs. E. R. Runkle, 
for improving the records for the fire 
loss department and enlarging the in- 
dex system; Chas. Preston, for an ac- 
counting system for segregation of the 
marine war,tax; and Chas. T. Dodge, 
for indexing system for the auto loss 
department. These three suggestions 
have been put into operation with a re- 
sulting increased efficiency, economy 
and service. 


NEW YORK STATE DEPART 


HUMBOLDT. FIRE OF. PA, 
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SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 


100 William Street 





New York, N. Y. 





Phone: John 2312 











Authorized Capital $500,000 


Brtrnit National Hire 
Iusuranuce Cn. 


DETROIT, MICHIGAN 


A Company to be built gradually and along the indicated 
lines of permanence 


AGENCY CONNECTIONS SOLICITED 














E 








National Liberty 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1918 


Cash Capital ....... $1.000,000.00 
SN Sac win ia. Sod c arate 8,209,763.64 
EAGDIMAINE 4.0 cenccecs §,223,031.71 


Net Surplus . --- 1,986,731.93 


Surplus for Policy 


SE dco cieuewartan 2,986,731.93 


HEAD OFFICE 
62 WILLIAM STREET, NEW YORK 














THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com 
pany is in the conservatism of its man 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. wy! WARFIELD, President 
FRED. HUBBARD, Vice-President 
: 's. JARVIS, "Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


1oo WILLIAM STREET, NEW YORK 








| LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 














307 FOURTH AVENUE PITTSBURGH, PA, 
' x Hit L A D Sir etia 
FACILITIES LOCAL AND GENERAL AGENTS SERVICE 
ALL LINES | _ 325 WALNUT STREET PHILADELPHIA. PA. ALL LINES 





PENNSYLVANIA 


NEW JERSEY 














B. M. CROSTHWAITE & CO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 














EQUITABLE UNDERWRITERS of New York 
FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 


Home Office: 68 William Street 
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WASHINGTON, N. J.. AGENT DEAD 





William G. Creveling Was President of 
Warren County Agents’ Organiza- 
tion—Had Largest Agency 





William G. Creveling, who had the 
largest agency at Washington, N. J., 
died last Thursday following an opera- 
tion at the Post Graduate Hospital, 
New York City. Mr. Creveling has 
been an agent at Washington for more 
than forty years and was at the time 
of his death president of the Warren 
County Underwriters’ Association. He 


represented the Caledonian, Commer- 
cial Union, Connecticut Fire, Conti- 
nental, Fidelity-Phenix, Fire Associa- 


tion, Franklin, National Liberty, Han- 
over, Hartford, Liverpool & London & 
Globe, New Hampshire, Niagara, North- 
ern Assurance, Royal Exchange, Se- 
curity, Springfield Fire & Marine, 
Standard of N. J., Standard of Hart- 


ford, Williamsburg City, Fidelity & 
Casualty, United States Fidelity & 
Guaranty. 


CHARLES MATHER DEAD 





Former Well-Known Philadelphia _ In- 
surance Man Was Ninety-Six 
Years Old 


Charles Mather, the Philadelphia in- 
surance man who died a few days ago 
at the age of ninety-six, had a brother 
who lived to the age of 100. Born in 
1823, he was educated in the Friends’ 
School at Jenkintown, was in Roches- 
ter, N. Y., for several years and then 
was in the manufacturing business in 
Philadelphia for a number of years. 
He located permanently in German- 
town for fifty years and was in the in- 
surance business until a few years ago, 
when he was compelled to relinquish 
all activities. The Mather family traces 
ancestry in this country to Joseph 
Mather, who came to this country in 
1682, prior to the arrival of William 
Penn. 

PLANTS BROOKLYN | BRANCH 
American Eagle Fire Business Now 
Co-ordinated With Continental’s 
Branch Office in Brooklyn 


Cavanagh & Kuhn have resigned the 
Brooklyn agency of the American Eagle 
Fire and the Brooklyn business of the 
American Eagle will in the future be 
handled through the Brooklyn branch 
office of the Continental. 


TRIBUTE TO LATE B. A. CLARK 

In commenting upon the recent death 
of Benjamin A. Clark, of Utica, N. Y., 
the Glens Falls “Now and Then” says: 
“Mr. Clark was the esteemed agent of 
the Glens Falls continuously for fifty- 
two years and the personal friend of 
the company’s officers during all that 
period. He was active and influential 
in the municipal and business affairs 
in his city and one of its oldest citizens. 
Besides insurance he had a large real 
estate business. For some years his 
son had been associated with him un- 
der the firm name of B. A. Clark & 
Son.” 


G. 0. HOADLEY IN THE EAST 

Geo. O. Hoadley, manager for the 
Pacific department of the American 
Insurance Company, Camden and Roch- 
ester Underwriters, is visiting the home 
offices of his Companies. 


RICHARDS SUCCEEDS CLARK 





Former New Jersey Special Agent of 
Norwich Union Becomes General 
Aajeaner of Company 
Herbert A. Richnadin. Jr., special agent 
and adjuster of the Norwich Union Fire 
Insurance Society in New Jersey, has 
been appointed to succeed Alvin D. 
Clark, who recently resigned to take 
charge of the losses of the Darby, 
Hooper & McDaniel agency, as general 

adjuster of the Society. 


TROY RATE HEARING 

Fire insurance rates in ‘Troy, New 
York, having been increased 30 per 
cent. in the city and 20 per cent. in 
residential territory, a hearing is to 
be held at the insurance department 
in Albany, August 26. The city offi- 
cials will endeavor to show that the 
action of the State Board in advanc- 
ing the rates is unjustified. Mayor 
Burns and City Engineer Roche con- 
ferred with Superintendent of Insur- 
ance Phillips August 12 on the same 
subject. 


WITH THE STATE OF PENNSYL- 
VANIA 

Harry W. Birchard has been ap- 
pointed special agent for the Insurance 
Co. of the State of Pa. for Western 
Pennsylvania and West Virginia, suc- 
ceeding Walter C. Perry, who is now 
state agent in Ohio for the American 
Certral. Mr. Birchard previously rep- 
resented the New Jersey Fire in New 
York, and before that the First National 
Fire in Pennsylvania. His office will 
be in Pittsburgh. 


MANUFACTURERS’ MUTUALS 

The net losses paid by Massachusetts 
manufacturers’ mutuals last year were 
$802,679, the heaviest being the losses 
of the Boston Manufacturers, $328,218. 
Of manufacturers’ mutuals of other 
states which are transacting business 
in Massachusetts the Central Manu- 
facturers’ Mutual paid ayy = and the 
State Mutual Fire $457,231 


TWELVE NAME CHANGES 

A complete list of companies oper- 
ating in Massachusetts which have 
changed to new names follows: 

National Lumber, to New York Na- 
tional Insurance Company. 

Germania, to National Liberty Insur- 
ance Company of America. 

Buffalo German, to Buffalo Insurance 
Company. 

German Fire of Pittsburgh, to Globe 
Insurance Company of Pennsylvania. 

German American of Pittsburgh, to 
United American Insurance Company of 
Pennsylvania. 

terman American of New York, to 
Great American Insurance Company. 

Yerman Alliance, to American Alli- 
ance Insurance Company. 

New Jersey Fire, to New Jersey In- 
surance Company. 

German Fire of Wheeling, to Wheel- 
ing Fire Insurance Company of Wheel- 
ing, W. Va. 


German Baltimore, to 


American of 


The Baltimore American Insurance 
Company. 
Tokio Marine, to Tokio Marine and 


Fire Insurance Company, Limited. 

Liverpool & London & Globe of New 
York, to Star Insurance Company of 
America. 





FIRE, LIGHTNING, SPRINKLER 


N. Y.; CAROLINA- bf 5 eros Sieerz R. 
Dargan & Turner, Atlanta, 

Orleans, La.; PACIFIC COAST: "the, € 
McKee Sherrard, Assistant Managers. 





THE YORKSHIRE «© 


AND EXPLOSION INSURANCE 

U. S. BRANCH 
FRANK & DUBOIS, United States Managers 
No. 80 Maiden Lane, New York 


New York Life Insurance & Trust Co., U. S. Trustee, No. 52 Wall St., 
DEPARTMENT MANAGERS—METROPOLITAN, 
Bush. 
eg and 


. Johnston, San Francisco, Cal.; 


INSURANCE CO., LTD., 
YORK, ENGLAND 
Established 1824 
WAR 


LEAKAGE, AUTOMOBILE, 


ERNEST B. BOYD, Underwriting Manager 


New bag 
Willard S. Brown & Co., New 
Greensboro, N. C.; SOT THEASTE RN. 
MISSISSIPPI, Jas. B. Ross, New 


McClure Kelly and 





STRENGTH 
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HENRY J. HOUGE, J. H. VREELAND JAMES H. BREWSTER, 
Assistant Secretaries Hartford, Conn. 
A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, 
Works in Harmony with American Agency Principles and Practices 
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INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch 
92 William Street, New York 


United States Manager 


RICHARD D. HARVEY 














207th Year 


SUN 


INSURAYCE OFFICE OF LONDON 


Sen Francisco, Cal. W. B. MEIKLE, President 











WESTERN 


ASSURANCE CO. 


OF TORONTO, CANADA 
FOUNDED 1710 = : 
UNITED STATES BRANCH: F ~\ a a 
5 an ornado nsurance 
WeSTERN DEPARTMENT: January 1, 1918 
BOOGRR cveancesvocsageconceceses $4, 194,579.34 
76 WES [ MONROE ST., CHICAGO. Surplus in United States...... 1,667 691.69 
PACIFIC DEPARTMENT: — Losses Paid in United 
States from 1874 to 1917, 
N. W. Cw. Sansome &. Sacramento Sts. inclusive : puneneieneanacoubes 43,294,154.63 











NATIONAL UNION 


FIRE INSURANCE Co. 


OF PitrseuRnc,Pa 





NOT HOW MANY BUT HOW GOOD 


And 
Experience and qualifi- 

This Company is not 
so particular about having a large Agency force as it is in hav- 


One trained Soldier is worth a dozen of the other kind. 
so it is with the Fire Insurance Agent. 
cations are the factors in his success. 





j ing a good Agency force. One of the benefits of such a plant is 
4) that the Company can extend such Agents the best it has in the 
way of service and facilities. Not now and then but ALL the 
time the NATIONAL UNION will speed up the efficiency of your 
office, With a known capacity for extending distinctive service 
# which is practical, constant and real the NATIONAL UNION pre- 
é sents attractive opportunities to experienced Agents of reliable 
ues character. Get your Agency—Now. 
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Capt. H. B. Doremus 
Writes From Front 


TROOPS IN FINE SPIRITS 
Tells of Billeting Badinage and Voices 
Thrill When American Woman 
is Met 


Capt. Harry B. Doremus, of the Nia 
gara Fire, who is at the front, has 
written a letter to the officers and staff 
of the Company, which throws interest- 
ing sidelights on conditions over there. 

“The letter to me from the Niagara’s 
Committee has just been read,” he 
writes. “I freely admit that the com- 
munique stirred me deeply for the Com- 
pany, its officers and staff are always 
in mind, This month would have added 
a fifth service stripe on my sleeve had 
I stayed to fight the Niagara’s battles. 
Twenty-five years of all kinds of serv- 
ice from picking missing D/R’s from 
behind the clock to sticking my feet 
under a real desk and committing the 
company to liability. 

“Since 7 June we have traveled far, 
seen much and experienced more, but 
as our case is one of a million and is 
far better told by others, I will not 
tuke your time to read my story. Two 
fucts bear repetition. First, you live 
in the greatest and grandest country 
on earth. If you are taxed and squeezed 
for cash to keep us alive, believe me I 
have seen for weeks where your money 
goes and it has worked miracles. This, 
mark you, in the eyes of nations that 
were old in wisdom and accomplish- 
ment before our colonies hung out their 
shingle and began a bid for existence. 
Second (and kindly allow for Yankee 
pride and except present company), 
these soldiers of yours are magnificent. 
You all know what has been done by 
them against the Boche. They are very 
human, have their weaknesses, grum- 
Llings and differences, but still they 
are simply great. Association with 
them is a cure for the blues. For in- 
stance, their slogan right now is, 
‘Heaven, Hell or Broadway by Christ- 
mas.’ 

“About billeting: Your company drags 
almost all night. After passing ham 
let after hamlet you enter one in which 
you are halted by the billeting officer, 
who preceded you by a day or so. He 
gives you your sector of the tour, num- 
ber of billets and their capacity and 
gives you a guide, The march is re- 
sumed. Building No. 1 is reached. 
Good (7?) for sixty men. Alright. You 
count off that number. The men file 
wearily into the barn, shelter or house, 
throw themselves down and sleep be- 
fore they touch the floor. Number 2, 
Same thing and so on. 

“But the next morning after a hot 
meal, soap, water, monologues by the 
squad humorist, and all is serene once 
more. The funniest things are said and 
done. 

“One wrote home: ‘I am sleeping 
with two cows. They got in before I 
did last night so I had to sit up all 
night.’ Another wrote: ‘Rats ran 
over my face last night. To-night we 
are going to cover our heads up and 
they will run over J.’s feet, be gassed 
and die.’ 

“Notning is wasted here, All of us 
du our best to conserve Uncle Sam’s 
money and issues, but they will have 
their joke. So it was that recently 
when prunes were up for dessert, one 
of the recipients with serious face in- 
quired whether the supply sergeants 


would take the pits, count them and 
give a receipt. So it goes. 

“What about the other side of the 
business? Well, you know more about 
the war than we do, and as far as trou- 
bies are concerned I hope that I never 
will so far forget myself as to commit 
them to writing, at least unofficially. 

“Recently we had a Niagara outing 
The Niagara men were in different 
branches of the service. These men 
look fine. 

American Women Bring Cheer 

“And that causes me to revert to the 
outing you had in June. How I wish 
I were there. We had them in the past 
but at only one of them was a lady 
present and I believe five of the gentle- 
men took her home. Really, we are 
starved for a chin with an American 
woman. After one long rail trip, l went 
into a Red Cross hut to get a bite to 
eat and when one of the lady attend- 
ants asked me politely if I took sugar 
in my coffee, I almost stammered my 
reply. Recently, in a French village 
the Y. W. CGC. A. put on an entertain- 
ment one night which included an 
American soprano. Say, it fussed up 
the most hardened to hear her sing 
those favorites in our own tongue. 

“Most all have a working knowledge 
o? the French language, or, more cor- 
rectly, we can sail in smooth, shallow 
water. I have two Louisiana men who 
are my companions when French must 
be used. Both bear old Creole names, 
but their palaver is good enough to get 
me what is needed.” 


’ 


BURNING UP FOOD 


One Fire Destroys Enough Bread to 
Supply Army in France for Five 
Years 


“In one elevator fire in Chicago, not 
much noticed, enough wheat was des- 
troyed to furnish bread to the first Am- 
erican army under General Pershing 
in France for five years and two 
months,” said Commissioner Young of 
North Carolina in an address this 
week before the convention of the 
Kire Marshals’ Association of North 
America. “In one Brooklyn fire 
nearly $3,000,000 was destroyed—over 
$2,000,000 in grain and $500,000 in cloth- 
ing and army supplies. In Kansas 
City a stockyard fire gave a loss of 
11,000 cattle and 33,000 hogs. In an 
elevator fire in Rochester, N. - 
nearly a million dollars was the loss 
in grain. 

“During last year in five and a half 
months, May to middle of October, 
there was destroyed in fires, of which 
we have a record, $12,274,050 of food- 
stuffs, Enough food was lost every 
minute to feed an American soltier 136 
days, or 186 soldiers for one ‘day. It 
is estimated that every fortieth build- 
ing is burned, that one-half in value 
of all buildings erected each year 
goes up in flames, and that the annual 
fire loss in this country exceeds the 
output in gold, silver, copper, and pe- 
troleum. Can we realize it or con- 
ceive how an enlightened business na- 
tion will. stand for it? 

“Again, conflagrations are ever oc- 
curring, conflagrations in many large 
cities and in smaller cities like Nash- 
ville, Tenn., Paris, Tex., and like the 
one in Atlanta, Ga., burning over 300 
acres, destroying 1,938 buildings—in- 
surance paid, $3,000,000 on $5,000,000 
of losses—10,000 people left homeless.” 





' CHAS. @. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 


e FOUNDED 1805 
*“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OPFICE’ 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. t. s. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








A‘TNA (FIRE) 


HARTFORD, CONN., U.S.A. 


ae Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. 

















FOR 65 YEARS— 


THE CONTINENTAL has built its name to 
stand for all that is best in fire insurance. 


FAIR DEALING has won it a leading place 
among agents and the insuring public. 

CONSTRUCTIVE management has assured its 
growth in the past and assures a continuation of 
progress in the future. 


FINANCIAL strength insures stability and 
guards against any conflagration danger. 


omer [ETRE] 


THE CONTINENTAL 
INSURANCE COMPANY 


Cash Capital - - TEN MILLION DOLLARS 


HENRY EVANS, President 
Home Office 

80 MAIDEN LANE 
NEW YORK 


CONTINENTAL 





Managing Branch Offices: 
CHICAGO, MONTREAL 
SAN FRANCISCO 


COMMANDS CONFIDENCE 
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BROKERS ACTIVITIES 





A DANGEROUS DEPARTURE 





Where Reciprocals Do Not Secure 
All Members Through Direct 
Solicitation 
Some inter-insurance exchanges do 
not secure all of their members 
through direct solicitation, but, on the 
contrary, depart from the plan of oper- 
ation of the old and conservative recip- 
rocal exchanges by accepting some 
business through brokers to whom they 

pay a commission. 

This practice leads Alfred M. Best to 
make these comments: 

This we consider a dangerous depar- 
ture from the practice which has been 
evolved as the result of years of ex- 
perience. Unless every member of a 
reciprocal exchange insures a portion 
of the risk of every other member, the 
fundamental basis of such an organi- 
zation is destroyed. If risks are to be 
written by so-called reciprocal exchan- 
ges upon terms which relieve the poli- 
cyholder of assessment liability and on 
the oth«r hand give him no interest in 
possible savings, the transaction be- 
comes entirely commercial in charac- 
ter without any element of mutuality, 
and the other members of such an ex- 
change thereupon engage in a specula- 
tive insurance venture for the sake 
of any profit which may be derived 
therefrom. No institution should be 
permitted to so operate unless it has 
a cash capital or other guarantee fund 
of legal and substantial character. The 
whole scheme, as now practiced by 
several concerns falsely claiming to 
be reciprocal insurance exchanges, is 
in effect an evasion of the insurance 
laws which should not be tolerated; 
and we are certain that no. property 
owner would accept such a policy if he 
understood its very doubtful legal stat- 
us and the nebulous character of the 
“security.” Such policies must neces- 
sarily be sold by misrepresentation, 
or, at least, suppression of facts equal- 
ly reprehensible. 

In this connection a special article 
entitled “Principles and Practices of 
Reciprocal or Inter-Insurance Ex 
changes,” printed on pages 583-585 of 
Best’s reports upon Fire and Ma- 
rine Insurance Companies, should b> 
read. This new departure is fraught 
with peril for the policyholder, and 
prompt and vigorous corrective meas- 
ures should be inaugurated. 

+ * 

Insures Gloucester Fishing Vessels. 

Some interest is expressed by Bos- 
ton insurance men regarding the effect 
of the submarines on the risks of the 
Gloucester Mutual Fishing Insurance 
Company, of Gloucester, Mass., which 
commenced business in 1847, and 
which has a surplus to policyholders 
of $5,005. The stock of this mutual is 
subscribed annually, in November, in 
shares of $1,000 each, for which a 
stock note is given of $200 per share, 
upon which all assessments are made. 
Each subscriber is required to insure 
vessel property to at least seven- 
eighths of the amount of stock taken 
by him. No vessels are insured ex- 
cept Gloucester fishing vessels. No 
one risk exceeds $10,000. All risks 


terminate on the fifteenth day of No- 
vember of each year, and each year's 
business is settled at the close of the 
year. Premiums commence in No- 
vember at 9%, and decrease as the sea- 
son advances to 4 per cent., which is 
the lowest premium. 

. . 


Interest in Enemy Clause 


It is easy to understand how the 
enemy alien clause should be of par- 
ticular interest to fire underwriters, be- 
cause in fire insurance the insurable 
interest is not always known. In casu- 
alty lines the importance of the clause 
is not so clear. In fact there are some 
insurance men who do not see how a 
casualty company can have much in- 
terest in the matter. They say that 
their insurable interest is known and 
if it is not satisfactory they can simply 
refuse to pay, and would certainly do 
so without any pressure being brought 
to bear upon them. 

* * * 
Churning Up the Sound 

Three hundred miles in a motor boat 
along the Connecticut shore is the way 
Miss Estelle Liebmann spent her vaca- 
tion with two of her lady friends. Miss 
Liebmann is librarian for the National 
Workmen’s Compensation Service Bu- 
reau. If the government should be 
looking for able navigators, there is 
some good material. They know how 
to manage a boat. One smart clam 
digger tried to put over on them the 
old gag of “What’s the best way to 
jibe a motor boat,” but the girls know 
all that stuff. They can’t be fooled 
on nautical terms. 


INSURANCE SOCIETY PLANS 

Under the auspices of the Insurance 
Society of New York, two series of lec- 
tures for women will be given this 
Fall, each by one man only whose iden- 
tities and subjects will be announced 
later. There have also been numerous 
requests to the Society for a course 
of lectures on casualty insurance for 
women and this proposal will also be 
taken up at a later date. 


Great American 
Insurance Company 


New Dork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$96,971,238.06 


STATEMENT, JANUARY IST 1918, 


$2,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


12,927,.269.91 





NET SURPLUS 


8,527,719.31 
23,454,989.22 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3isT, 1917 
HAD THE SECURITIES BEEN TAKEN AT THE VALUES 
AUTHORIZED BY THE NATIONAL CONVENTION OF STATE 
INSURANCE COMMISSIONERS THE ASSETS AND SURPLUS 
WOULD EACH BE INCREASED BY $2,321,032.00 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’! Mér. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Hl, 


Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen'l Agent 
210 Sansome Street 
San Fraweisco, Califoruia 


Marine Department 


WM. H. McGEE & CO., Gen'l Agts. 
15 William Street, New York City 
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E. K. SCHULTZ & CO. 


PHILADELPHIA 


GENERAL AGENT 


Pennsylvania, New Jersey and New York 
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JAMES J. BOLAND COMPANY, Inc. 
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NEW YORK NATIONAL INS. CO. 
THE COLUMBIAN NATIONAL FIRE INS. CO. MONTANA FIRE INS. CO. 
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JONES, LAUNT & BARRETT, Inc., GENERAL AGENTS 


' 411-13 Walnut Street, PHILADELPHIA, PA. 


We can offer to Agents and Brokers special facilities on surplus lines 


throughout the; United States and Canada. 





W. E. HAINES, Secy. 
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New York State Marine Investigation 
Attracts Comment In England Tending 
To Some Brokerage Regulation There 


The comment of British underwrit- 
ers and marine insurance papers on 
the results of the investigation of the 
New York State Insurance Department 
into marine insurance brokerage con- 
ditions and the enactment of the law 
requiring the licensing of marine in- 
surance brokers are just reaching the 
United States. They indicate that seri- 
ous thought is being given the sub- 
ject of some regulation of brokers in 
England also but I do not believe any 
action will ever be taken in this direc- 
tion because of the peculiar conditions 
of the British market and this view is 
supported by an article in the current 
issue of “The Policy,” a British insur- 
ance paper, part of which is quoted 
below: 

“We also have our own difficulties 
which lead, in one respect, to the same 
effect, i. e., the raising of rates to the 
detriment of bona fide shippers. The 
method followed here, however, differs 
in its bearing upon underwriters, in- 
asmuch as the final result may leave 
them with no line at all, or with a 
full line at a higher average rate than 
could have been obtained in the ordi- 
nary way. One has not heard of any- 
thing similar to the New York method 
having been practised on this side, nor 
does it seem likely that such a scheme 
could be worked except in a minor 
way. ‘The practice here, as we before 
remarked, being to place extensive 
provisional risks ‘on-spec,’ which are 
very often cancelled when it has _ be- 
come clear that the opportunity of 
using the cover thus fraudulently ob- 
tained is not likely to arise. Mean- 
while, the market, in consequence of 
having to bear considerable inflation 
caused by fictitious addition to gen- 
uine lines, has hardened its rates for 
renuine business which, being based 
cn actual shipment or expected ship- 
ment, is later in the day than that 
which was based on nothing more sol- 
id than air. 

“No doubt there have been occasions 
when such a position has been used 
by passing on the cover obtained, but, 
if so, it would have to be at original 
rates in almost all cases, since it is 
usual for rates to be stated in the pol- 
icies. The practice of stating rates 
‘as arranged,’ or in similar phrases, 
seems to be rather mischievous as aid- 
ing such practices as are in discussion. 
The position on this side, therefore, is 
even more unsatisfactory than it is in 


New York, so that the need for some 
control ig the more obvious. The method 
now adopted, which aims at this end, 
is not likely to be so effective as the 
New York system; but, after all, it 
places in the hands of underwriters 
the opportunity of seeing that the in- 
itials or name of the principal, which 
brokers’ slips must now bear, are cor- 
rectly used, and any cancellations or 
short closings should be scrutinized 
with this end in view. As a means 
of placing a check upon possible abuse, 
the initials appearing on the slip might 
be incorporated in the policy, so that 
possible claims would be a sure guide 
to the bona fides of the parties. 

“The licensing of brokers has been 
suggested in this country also, and 
there is no doubt that something of 
the sort would, if accompanied by pen- 
alising powers, have some useful effect; 
but the voice in favor of official con- 
trol has yet to be raised. Our experi- 
ence in such matters is sufficient to 
prevent us hungering after officialdom 
in any form, the advantages not being 
sufficiently obvious to over-ride our 
prejudices.” 

OBSERVER. 





THE “CANADA MARU” 

The Fireman's Fund has sent Marine 
(laims Agent G. Kirkham Smith, to- 
gether with its General Agent Frank G. 
Taylor, of Seattle, to Esquimault, B. C., 
to assist at the salvaging of the valu- 
able cargo of the “Canada Maru” 
stranded at (Cape Flattery on June 30th 
last. 


MACKEY WITH COMMERCIAL 





Superintendent of Business Extension 
Department of Aetna to Be Spe- 
cial Agent From Home Office 


William G. Mackey, for the past year 
and a half superintendent of the busi- 
ness extension department of the New 
York office of the Aetna Casualty & 
Surety and affiliated companies and for 
a long term of years attached to the 
New York office of the Aetna, has re- 
signed and has been appointed special 
agent of the Commercial Casualty, of 
Newark. Mr. Mackey will be attached 
to the home office of the Commercial 
Casualty. 





W. W. Archer, of 92 William Street, 
has joined the marines. Mrs. Archer is 
in the Red Cross service as a nurse. 





EQUITABLE UNDERWRITERS or NEW YORK 
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Marine and War Risk Insurance 
Losses made PAYABLE in all parts of the world 


C.R. EBERT & CO., Inc. 


MARINE MANAGERS PHONE 263-264 BROAD 
48 BEAVER STREET, NEW YORK 








Mc ComBé 
INCORPORATED 
56 Beaver Street New York 


In addition to our regular marine and war risk business, we now 
have a department for writing FIRE insurance only on vessel prop- 
| erty of all descriptions. 




















We would be pleased to receive applications from agents and bro- 
kers having this class of business to place. 


FIRE, MARINE AND WAR RISK INSURANCE 


Losses made payable in all parts of the World 








CABLE ADDRESS: 


MACOMB, N., Y. 


TELEPHONE BROAD 631 








WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department U. S. Managers 
St. Paul Fire & Marine Insurance Co, Shentieesta Re-insura 
Phenix Insurance Co. of Hartford . me So. 
Great American Ins. Co., New York (Copenhagen) 
Agents Marine Department 


Camden Fire Insurance Association 
Providence Washington Insurance Co. 


Westchester Fire Insurance Co. 
Niagara Fire Ins. Co. Massachusetts Fire & Marine Ins, Co. 














| Telephone Hanover 2054 Established 1898 


Marine Insurance 


Local agents are invited to consult us on their marine insurance problems 


OSBORN & CO. 


Average Adjusters and Insurance Brokers 
Insurance Exchange, CHICAGO - - 45 Wall St.. NEW YORK 





























San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 





















U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 





Liverpool 


Surplus we - - - 4,793,978.55 
Losses Paid by, Chicago Fire, 1871 3,239,491.00 ? PY 
Losses Paid by Boston Fire, 1872 1,427,290.00 
Losses Paid by Baltimore Fire, 
1904 - - . - - 1,051,543.00 CIMICED 





am London 
amo Globe 







Over $155,000,000.00 


Losses Paid in the United States 





HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 
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Sickness Prevention 
Versus Insurance 

PLAN FOR NATIONAL CAMPAIGN 








National Industrial Conference Board 
Proposal Involves Extension of 
Workmen’s Compensation Laws 


against 
insurance, 


and 
sickness 


In the arguments for 
compulsory state 
one hears more and more about sick- 
ness prevention. It would appear 
that even if the advocates of state 
health insurance should not carry their 
point they may accomplish something 
far more important. That is, an awak- 
ening for sickness prevention; a 
searching inquiry as to causes of sick- 
ness, and the placing where it belongs 
of responsibility for contributory agen- 
cies. 

A research report of the National 
Industrial Conference Board contains 
the following regarding sickness insur- 
ance vergus sickness prevention: 

There can be no question as to the 
reality or the great magnitude of the 


burden which sickness and disability 
now impose on the nation. The esti- 
mated wage loss is over $500,000,000 
per annum by sickness. Such condi- 
tions call for a vigorous policy of re- 
medial action, Not all of this loss is 
preventable, but to the extent that it 


is preventable, the desirability of pre- 
vention is undeniable. 
What Experience Shows 

That sickness insurance would af- 
ford some measure of relief cannot be 
denied. Sickness insurance, however, 
proposes to reach only a_ portion of 
one class of the population. It makes 
almost no provision for a great number 
of disabilities which impair efficiency 
and it leaves practically untouched 
the enormously important problem of 
feeble-mindedness, Yet even in iits 
limited application the annual cost is 
estimated at the stupendous total of 
from. $700,000,000 to  $1,000,000,000; 
that either estimate would eventually 
be exceeded is practically certain. 

A program calling for any such ex- 
penditure would in any case challenge 
critical examination and compel con- 
vincing demonstration of its merit. 
This evidence is not to be found in the 
experience of foreign countries where 
sickness insurance has been tried and 
where on the one hand it has failed as 
a preventive agency and on the other 
hand has placed a premium on ineffl 
ciency and fraud. 

Underlying these considerations is 
the fundamental fact that all sickness 
and disability which can reasonably 
be prevented should be prevented in- 
stead of being allowed to remain un 
remedied until they impose a burden of 
misery and poverty on the individual 
and a burden of cost on society. 


Nation Wide Program 
The results already achieved in sick- 


ness prevention through local effort 
with limited funds establish beyond 
a doubt the urgent need for a thor- 


oughgoing investigation of its further 
possibilities under a definite national 
policy. Such an investigation should 
be undertaken at once. 

Since the occurrence and the results 
of sickness are nation wide and not 
local, such an investigation, to be effec- 
tive, must be conducted by some Fed- 
eral agency, possibly the United States 
Public Health Service, under’ the 
authority of Congress and with an ap- 
propriation sufficient to permit of thor- 
ough work and conclusive results. 

Periodic physical examination, not 
only of industrial workers but of the 
entire population, is another important 


CASUALTY AND SURETY NEWS 


Such a com- 
very properly con- 


matter for consideration. 
mission may also 
sider whether and to what extent na- 
tionalization of medicine may be ad- 
vantageous. 


Compensation Feature. 

So far as strictly occupational dis- 
eases are concerned, where the respon- 
sibility of industry can be clearly es- 
tablished, these apparently can be most 
effectively dealt with on a workmen’s 
compensation basis. 

In thus urging a searching study of 
the merits of a preventive policy there 
is no desire to prejudice unfairly any 
proper or necessary measures for al- 
leviating unavoidable sickness and dis- 
ability or for dealing with individual 
cases worthy of special consideration. 

First a national study of prevailing 
sickness and its causes; then a na- 
tional program for the prevention of 
all preventable sickness, with liberal 
but intelligent provision for unprevent- 
able sickness through compensation 
or otherwise, as a duty of society to 
its members:—this is submitted as a 
rational, constructive and humane pro- 
gram for dealing with the sickness 
problem in its individual as well as its 
social and industrial aspects. 


BOARD WON’T REDUCE RATES 


Wisconsin Insurance Officials Refuse 
Standard Accident’s Request iAf- 
fecting Breweries and Tanneries 


The petition of the 
dent, Detroit, asking for a reduction in 
the brewery and tannery rates was de- 
nied by the Compensation Insurance 
Board, January 1, 1918, the Standard 
Accident, together with other stock 
companies, increased its rates. The 
companies contended that the 15% 
loading for abnormal conditions, which 
had been approved by the Board, was 
inadequate and that a loading of 224%% 
was necessary. They further con- 
tended that due to an abnormal acci- 
dent frequently in Wisconsin, a load- 
ing of 5% was necessary; also, due to 
increased management cost in the 
forms of postage, traveling expenses, 


paper, ete., a further increase of 5% 
was necessary to offset this element. 
With all these loadings applied, the 
brewery rate was increased to $2.72 
and the tannery rate to $1.80. The 
Standard Accident now contends that 
the present rates on tanneries and 


breweries are too high and a reduction 
is sought. The Board has denied this 
reduction on the grounds that the pure 
premium or loss cost which the Board 
has approved is based upon the best 
judgment and experience available. 

It is claimed that the only other way 
in which the rates could then be re- 
duced would be to eliminate some fac- 
tors of loading which are introduced 
in the rates for all other classifications. 
If abnormal conditions, brought about 
by the war, have increased the hazard 


in Wisconsin industries by 224%4%, that 
increase must obviously be applied 


uniformly to all classifications. 


é 





rates. 


Policy. 








General Building 











Standard Acci- 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 


Assurance Corporation, Ltd. 





for yourself? 


floes your Policy guarantee to do? 


the Policy, will be paid. 


fece of the Policy, will be paid. 
THIRD, that in case of death 

or THREE TIMES the face of the Policy, 
BUT THIS IS NOT ALL. 


ruarantees that 





but not 


of $25 PER 
is low. 


| sas, Michigan, 





Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
If so, 


WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insurance Com- 
pany of New Hampshire for $5,000 under the Company’s Triple Indemnity Plan, what 


ANSWER: 


FIRST, it guarantees that in case of death from any cause $5,000, the face of 
SECOND, that in case of death from any ACOLDENT, $10,000, or DOUBLE the 


from 

will be paid 
The Accilent 
in case of total disability as a result of accidental injury 
pany will pay direct to YOU at the rate of $50 PER WEEK during such disability, 
to exceed 52 weeks, after which the weekly 
WEEK throughout the period of 
And WILY should any man be satisfied with a policy that would do less? The cost 


General Agents wanted in the following States: 
Ohio and the District of Columbia, 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 


read this, it is 


certain SPECIFIED accident, $15,000, 


FURTHER 
the Com 


Disability Endorsement 


indemnity will be at the rate 
disability. Can insurance do MORE? 


Pennsylvania, Delaware, Kan- 
Address: 











Paying Expenses of 
Pennsylvania Fund 


ATTORNEY GENERAL’S OPINION 





After July 1, 1919, All Administration 
Costs Must Be Paid Out of 
Premiums 
A recently published press dispatch, 
regarding the use of funds for expenses 
of the Pennsylvania State Workmen’s 
Insurance Fund, leaves some doubt as 
to the meaning of the opinion given on 
this subject by the attorney general. 
The situation is explained in the fol- 
lowing letter of the attorney general 
to the manager of the Fund: 

Dear Sir: 

We have your favor asking to be ad- 
vised whether the moneys received from 
premiums since January 1, 1918, may 
be in part used for the expenses of the 
administration of the State Workmen’s 
Insurance Fund. 

I see no difficulty in the phraseology 
of the Act of July 20, 1917, P. L. 1139, 
amending the Act of June 2, 1915, cre- 
ating the State Workmen’s Insurance 
Fund. 

Section 1 of the Act of 1917, amends 
Section 8 of the Act of 1915, so as to 
read as follows: 

Ihe expenses of the organization and admin 
istration of the Fund shall, until the first day 
of July, one thousand nine hundred and nine 
teen, be paid out of the money appropriated 
by Section 28 of this act, and out of such 
money. part in subscribers, as 
is made available for the expenses of the ad- 
ministration of the Fund by Section 11 of 
this «et . 

Expenses of the administration of the Fund 
shall, after the first day of July, one thousand 


nine hundred and nineteen, be paid out of 
such money, part in premiums by subscribers 
as is made available for the expenses of the 
administration of the Fund by Section 11 of 
this act. 

Section 2 of the Act of 1917 amends 
Section 11 of the Act of 1915, and pro- 


vides, in part: 


premiums by 


paid in premiums by subscribers 
is hereby made available for the expenses of 
administering the Fund. The Board shall keep 
account of the money paid in pre 
subscribers, and the disburse 
injury to the employes, 
nd on account of administering the Fund 
The Section then provides for the 
distribution of the balance. 
Section 4 of the Act of 1917, which is 
a new section, provides as follows: 
2 of this 


The money 


an accurate 
miums by the 


ment on account of 


The provisions of sections 1 and 


Something New 





PHILADELPHIA 





Act shall become 
of January, one 
eighteen 
Section 28 of the original Act of 
1915 appropriated the sum of $300,000 
“for the expenses of the organization 
and administration” of the said Fund. 
It is, therefore, apparent that after 
the first day of January, 1918, if the 
appropriation made by Section 21 of 
the Act of 1915 is exhausted, the ex- 
penses of the administration of the 
Fund may be paid out of premiums 
paid in by subscribers until the first 
day of July 1919. When that time ar- 
rives, even though the appropriation 
made by Section 28 of the original Act 
has not been exhausted, all of the ex- 
penses of the administration of the 
Fund must nevertheless be paid out of 
the premiums paid in by subscribers. 
In other words, the appropriation made 
by the Act of 1915 must first be used, 
and, if necessary, the money paid in, 
in premiums, may also be used for the 
expenses of the administration of the 
Fund, until the first of July 1919, when 
the Fund must be entirely adminis- 
tered out of the money paid in, in pre- 
miums. Very truly yours, 
WM. M. HARGEST, 
Deputy Attorney General. 


effective on the first day 
thousand nine hundred and 


In the opinion of a number of local 
insurance men it has only been possible 
for the State Fund to pay large divi- 
dends because most of their expenses 


were paid out of the appropriations 
made by the Legislature. But after 
July 1 next, when the Fund must be 


entirely administered out of the money 
paid in as premiums, there will be little 
if any money left for dividends, and 
from the date just mentioned it is be- 
lieved the Fund will fail to make a 
good showing and consequently will 
start to travel on the road of trouble 
and be obliged to assess its policy- 
holders as has been the case with so 
many other State insurance funds. 


Cc. E. SCATTERGOOD RESIGNS 

C. E. Scattergood, actuary of the 
Morris Plan Insurance Society, has re- 
signed to take a position with the 
Sperry Gyroscope Company, Brooklyn. 

Mr. Scattergood had been in life and 
casualty insurance work for a number 
of years. Before going with the Morris 
Plan he was associated with the Fidel- 
ity & Casualty Company. 

NEW JERSEY RATING PLAN 

W. G. Curtis, president of the Na- 
tional Casualty, was in New York last 
week conferring on certain Federal leg- 
islation and state health insurance 
measures. ‘He. had been sojourning in 
Atlantic City. 


H. M. VAN SANT DEAD 
Horatio M. Van ‘Sant, for yeare a 
prominent representative of the Trav- 
elers in New Jersey, died in Newark 
last week. He was well known in that 
city, having been active in ciyic af- 
fairs. 
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Official’s Views 
On Policy Fee 


PREMIUM TO COVER FULL TIME 
Better Underwriting Instead of New 
Schemes Suggested for Accident 
and Health Companies 


In his talk before the Health & Acci- 
Underwriters’ Conference in Chi- 
cugo, H. D. Huffaker, president of the 
Interstate Life & Accident, Chatta- 
nooga, devoted his remarks mainly to 
the initial premium and policy fee. Mr. 
Huffaker quoted from letters he has 
received on this subject, in which the 
opinion is expressed that the premium 
for the first insurable period should be 
lurger than the renewals. The com- 
pany should be fully reimbursed for all 
expenses of issuing the policy. A large 
initial premium also prolongs the life 
of the policy. 

While no reason is found for main- 
taining a uniform policy fee among all 
companies, it is just as much trouble 
and expense to solicit and issue a pol- 
icy with a monthly premium of $1 as 
$5, so it is equitable that every policy- 
holder of the same company should pay 
the same amount for this specific pur- 
pose. 


dent 


Payment of Commissions 

The amount of commission paid to 
agents is a matter which should be 
left to the judgment of each company 
and the Conference companies might 
better not undertake to establish a uni- 
form rate. 

Another company 
that this is not the time 
panies to get together on a “revolution- 
ary” plan which contemplates the re- 
mittance to the company of a portion 
of the initial premium, or policy fee. 
The business has been built up on the 
present system and it is common 
knowledge that the agent derives the 
greater portion of his income from the 
policy fee and initial premium. Just 
now the operating expenses of agents 
are greater than ever before. To help 
the companies meet the increased costs 
of operation an advance in premiums 
o! from twenty to twenty-five per cent. 
was recommended. 

All business is written with the idea 
that it will renew and the fact that a 
company is willing to pay 100 per cent. 
of the first premium to its agent is a 
matter in which the policyholder is not 
interested, and it is doubtful if it is 
proper for the company to ask him to 
pay a larger initial premium in order 
that it may get something for itself out 
of the first payment. 

Thirty per cent. should be the limit 
for so-called acquisition cost, includ- 
ing every other expense incident to 
the getting of the business outside of 
the home office. 

Cost of Business 25 Per Cent. 

A company official told Mr. Huffaker 
that if the companies would pay more 
attention to underwriting instead of 
trying new schemes they would be bet- 
ter off in general. This official is gen- 
erally in favor of securing the premium 
for the first month, or the policy fee 
period, as he thinks it is not only sound, 
but entirely possible, but believes it 
would be unwise to disrupt the business 
by any new scheme under existing con- 
ditions. 

Another company expresses satisfac- 
tion with the present arrangement as 
to first month’s premium and renewal 
commissions. It enters every first 
month premium as income and charges 
it off as 100 per cent. commission, and 
the cost of its industrial, business does 
rot exceed twenty-five to twenty-seven 
rer cent. as a whole, becausé it has al- 
ways recognized this heavy initial ex- 
pense and covers it by paying smaller 
removal commissions. It was suggest- 
ea that when the companies are will- 
ing to issue monthly payment policies 
taking effect in fifteen days for sick- 
ress and including other more liberal 


official believes 
for the com- 


Declares Mutuals 
Cannot Co-operate 


POSITION ON “ACCIDENT POLICY 
E. L. Beck Declares New Forms Com- 
mittee Addressed Associations 
Merely as Matter of Courtesy 


E. L. Beck, claim department man- 
ager for the Inter-State Business Men's 
Accident Association, Des Moines, told 
the Mutual Section of the Health & 
Accident Underwriters’ Conference that 
he believes the mutuals cannot concur 
in the present plans for policy revision. 
Karly in his talk he said: 

_ Either the Committee of Fifteen has directed 
its communications to us merely as a matter 
of friendly courtesy in order that we may ob 
serve their progress along the path of more 
conservative coverage, or they are so happy 
in the enthusiasm of their anti-frill campaign 
that they have not observed that the adoption 


of their program by the mutuals would in the 
of events eliminate the mutuals them 


course 

selves as if by suicide. I have carefully ex 
amined the policies and | cannot find that 
they cover suicide either sane or insane in 


and disastrous event. 
conclusion that 

uF, 

re presenting our 
is merely writ 

merited 
economy 
over 


an unfortunate 
Therefore, | am forced to the 
the Committee of Fifteen, 
astern stock company friends, 
ing us these kindly epistles seeking a 
encouragement for their new found 
in ripping out the frills in their own 
draped lingerie. 


Basis Not Adaptable 


Mr. Beck says that the mutuals were 
not considered in the deliberations of 
the committee; that the successful mu- 
tual organization is most often a class 
organization, writing a single unit com- 
plete policy, with sometimes a limited 
With 


any such 


line of slightly varied forms. 
most of the organizations, the policy 
provides a fixed schedule of benefits 


which must be taken in its entire unit 
and but few, if any, of the mutual as- 
sessment organizations therefore are 
wriling business upon the multiple unit 
basis of $1,000 and $5. 

A multiple unit basis does not adapt 
itself to the present day mutual assess- 
ment organization. It does not adjust 
itself to the mutuals’ method of soli- 
citation. The economy of the single 
unit policy is one of the cardinal] prin- 


ciples upon which the mutual assess- 
ment organizations operate. It does 


not seem possible that the Committee 
of Fifteen, representing these stock 
companies, could by any remote pro- 
cess of reasoning expect for the adop- 
tion by the mutuals of these new pol- 
icies or any program wihch would sub- 
stantially place them upon the same 
premium basis a3 the stock companies. 
Could Not Face Field Force 

Even if all other objections could be 
overcome, where is there the mutual 
management whose conscience would 
permit of the adoption of the old line 
stock premium rate? For this is what 
the multiple unit rate committee ques- 
tion would seem to mean. After all 
these weary years of educational prop- 
aganda, where is there a mutual agency 
director who could look his field force 
in the face and explain his reversal 
upon all the good old stand-by, econ- 
omy-low-cost arguments which you 
and I know so well? 

Personally I do not believe that the 
communications sent to such mutual 


features, that nee can “justify the col- 
lection of the larger policy fee and the 
first month’s premium. 

Another underwriter does not favor 
a uniform policy fee, as many policies 
are written at a rate on which no fee 
can be charged and many states require 
a larger fee than others as traveling 
has to be done. The idea he would like 
tc see brought out is that it is wrong 
fcr the company to issue policies to he 
covered for any time without their re- 
ceiving at the home officé some money. 
It gives too large a latifede to the un- 





scrupulous agent. The collection of 
eleven months’ premium on a twelve 
months’ business, the average life of 


which is only eight months, makes poor 
reading when reduced to statistics. 








W E. SMALL, President 


PETER EPES, Agency Mgr. 


GEORGIA CASUALTY COMPANY 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........ $1,688,506.87 


E. P. AMERINE, Secretary 

















HOME OFFICE, 


Russell R. Cornell, Vice-Pres. 





The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


Alonze G. Brooks, Ass’t Sec. 











HEAD OFFICE 


CH I CAGO 
F. W. ‘LAWSON 
General Manager 
Liability, Accident, 


Burglary, Boiler and 
Credit Insurance 





THE SIGN OF GOOD CASUALTY INSURANCE 





Established 1869 


London Guarantee & Accident waced Ltd. 


OF LONDON, 


F. J. WALTER‘ 
Resident Manager 
55 JOHN STREE} 

New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident my 
New Englanc 


ENGLAND 














FOR 
ATTRACTIVE AUTOMOBILE 
RATE 


W. F. MURPHY & CO,, Inc. 


RESIDENT MANAGERS 


Chicago Bonding & Insurance Company 
NORTHERN NEW JERSEY 
Union Trust Co. Bldg., JERSEY CITY 


Telephone Montgomery 3283 








FARRISH’S CHOP HOUSE 
Cor. John & William Streets 
THE PLACE in the Insurance District 
to eat lobsters 
NOW IN SEASON 


Whole cold lobster 75c. 
Whole broiled lobster &5c. 











organizations were sent ctherwise than 
as an act of courtesy. The inspiring 
motive for the change, regardless of 
the dotailed form in which it has pre- 
sented itself, is one of progress which 
must eventually place Accident and 
Health underwriting upon a more sub- 
stantial foundation. Much of credit 
must be given to these magnificent old 
line companies who have had the cour- 
age to make this stand among them- 
selves. 
Asks Proper Representation 

It would seem that by eliminating 
the matter of coverage and rates, there 
still remains a very broad foundation 
for more and better co-operation be- 
tween all of the accident and health 
organizations in. the matter of policy 
construction. Surely. the tendency of 
courts to wander even beyond the twi- 
light zone of accidental means; to roam 
into the sympathetic church yard where 
linger those of natural death, offers a 
matter of pressing need for a more ab- 
solute insuring clause. The composite 
genius of all the legal talent of this 
great business would find a worthy 
field in designing such a clean-cut in- 


The Employers’ Liability 
Assurance Corporation, Ltd. 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 


SAMUEL U APPLETON, United Sta States Mgr. 


33 enead STREET, senren, MASS. 
AGENTS WANTED 











suring clause that once incorporated 
into all policies would check the costly 
wandering dreams of judge and jury. 

There is ample room for uniformity 
in much of the other phraseology of 
both our stock and mutual policies, but 
any attempt at such a standardization 
should only be made upon a plan broad 
enough to give to each branch of this 
great business of ours proper repre- 
sentation. 


ACCIDENT BOARDS TO MEET 

Speakers from all sections of the 
country. will participate in the program 
of the: International Association of In- 
dustrial Accident Boards to be held in 
Madison, September 24-26. Upwards of 
300 delegates representing the accident 
boards in the United States and Canada 
will attend the convention. 
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Keep Your Liberty Bonds 


OLD to that bond. You invested to help send the boys 


across. 
monster. 


They are over now, at grips with the German 
You expect them to hold on—hold on till the last vestige 


of autocracy is crushed out of him. Then you, too, must hold on 
—-must keep your enlisted dollars invested on the fighting line. 


It isn’t the hooray of a campaign that wins a war. 


It’s the 


wii! to hang on, to make sacrifice today, that tomorrow may 


bring victory. 


And your investment. ‘Those bonds are 
the safest investment you ever made. 
Don’t be lured into exchanging them for 
the “‘securities’’ of some suave get-rich- 
quick operator. Big returns may be 
promised, but the bigger the promised 
returns the bigger the risk. 


If you have to have money, take your 
bond to any bank and use it as collateral 
for a loan. There is no security the 
banker would rather have—nothing on 
which he will lend more willingly. 


Don’t use bonds to buy merchandise. 


The average merchant, accepting your 
bonds in trade, sells them immediately, 
thus tending to lower their market price 
and taking away from the buyer of your 
bonds the ability to lend a corresponding 
amount of money to his Government. 
Liberty Bonds are meant to help your 
country at War; are meant for invest- 
ment and to provide an incentive for 
saving and a provision for the rainy day. 


Hold fast to your Liberty Bonds. Hold 
fast for the sake of the boys ‘‘Over 
There’. Hold fast because it is good 
business. 


UNITED STATES TREASURY DEPARTMENT 


Contributed through 
Division of Advertising 











This space contributed for the winning of the war by 


The Eastern Underwriter, 105 William St., New York City 


United States Gov’t Committee 
on Public Information 
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ARE 
you 


INTERESTED ? 

















OUR POLICY FEATURES: 


DOUBLE INDEMNITY FOR ACCIDENTAL DEATH 
TOTAL DISABILITY—SICKNESS OR ACCIDENT— 
PAYS INSURED INCOME DURING DISABILITY 
PREMIUM PAYMENTS WAIVED DURING DISABILITY 
AT DEATH—FACE OF POLICY, WITHOUT DEDUCTION 
= FOR DISABILITY PAYMENTS, PAID WITHIN 24 HOURS 
2 OF RECEIPT OF PROOF OF DEATH 


WRITE US TODAY—We have territory open and best commissions 


Insurance Company 








| Reserve Loan Life INDIANAPOLIS, INDIANA 


BUY W.S.S.— SHELL OUT OR GET SHELLED -— BUY W.S.S. 
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